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Not With Mirrors 
Service men for a Baltimore firm 
sell $20 to $60 in parts daily, and 
they don’t do it with mirrors. It’s 
all in how they’re organized and 
directed. Page 10. 
* * 


* 


Fluorescent—Hot or Cold? 


Does fluorescent lighting reduce 
the heat load for air conditioning ? 
Well, the answer is—yes and no. 
For the facts on it, see page 9. 

* * * 


Inventive’ Selling 


If you’re finding tough sledding 
in selling commercial refrigeration, 
maybe you should try “inventive 
selling” (selling the customer what 
he needs, not necessarily what he 
wants). It’s worked for a young 
Baltimore dealership. Page 7. 

* * 


7 Clever Ideas 


Household refrigerator dealers will 
find seven clever ideas on page 2— 
including something special on sell- 
ing trade-ins. 

Learn also about a “coupon stunt” 
that brought unhead of results, an 
“hour-a-day” callback plan that gets 
repeat sales, and a special “closing 
room”that somehow makes it easier 
for the prospect to order a deluxe 
model. 


*. * * 


Been on a Picnic? 


Where you one of the 750 at the 
Airo Supply Co. picnic? If so, 


maybe your picture is on page 12. 
* * * 


Make It Simple! 


Ali who have grated their teeth 
over the “fine print” in conditional 
sales contracts should rejoice in the 
“Milwaukee plan,” the story of which 
starts on page 1 and ends with an 


example on page 4. 
»- * ® 


Other Departments 


Refrigeration parts and supply 
jobber news and new ideas on page 
11. Industry personnel changes on 
page 5. Dealer doings, page 9. An- 
other instalment in the series on 
counter-type ice cream freezer serv- 
ice on page 13. 


June Commercial Sales 
Below Previous Month 


DETROIT—June shipments’ of 
commercial refrigeration equipment 
by members of National Electrical 
Manufacturers Association were 
valued at $2,704,093, as compared 
with $3,407,886 during May. 

With the exception of water cool- 
ers, shipments of all types of com- 
mercial equipment were below those 
of the previous month. Both pres- 
sure and bottle type water coolers, 
however, showed increases over their 
May figure, shipments of pressure- 
type units being 3,404 units, against 
3,045, and those of bottle-type units 
being 572, against 474 during May. 


} Shipments of commercial condens- 
ing units totaled 14,134 units, a 
decline of 79 from the May total of 
14,213, and dollar value of shipments 
of these units dropped to $998,600, 
a8 compared with $1,115,336 during 
the previous month. 


In the packaged equipment class, 
bottle beverage cooler shipments 
vropped to 6,148, as compared with 
525 in May; and ice cream cabinet 
shipments were down to 3,590 units 
from a May total of 6,416 units. 


Refrigerator Taxes Total 


$1,284,646 In June 


WASHINGTON, D. C.—Excise tax 
a wections on mechanical refriger- 
tors totaled $1,284,646.70 during 


‘Deep-Freeze’ Unit 
Designed As Home 
Frozen Food ‘Safe’ 


CHICAGO—“Deep-Freeze,” a bar- 
rel-sized, sub-zero-temperature re- 
frigeration unit designed for home 
storage and freezing of frosted foods 
is slated to be introduced nationally 
in September by the Deep-Freeze 
division of Motor Products Corp. 
here. 

Developed by W. L. Morrison, 
veteran automobile consulting engi- 
neer who now heads Motor Products’ 
Deep-Freeze division, and co-spon- 
sored by R. E. Moore, vice president 
of Bell & Gossett, heating equipment 
manufacturer, this new unit already 
is in line production. The enterprise 
is said to be backed by Detroit 
automobile capital. 

Powered by a two-cylinder, piston- 
ring type compressor with crankshaft 
of automobile construction and new 
type silent valve heads, the Deep- 
Freeze unit operates against back 
pressure rather than on a vacuum. 
This system of refrigeration, it is 
claimed, makes it possible to main- 
tain the temperature inside the food 
chamber within %° of the tempera- 
ture of the refrigerant at certain 
intervals in the cycle. 

Extreme operating economy also 
is claimed for this system, as it is 
said that the Deep-Freeze unit, in 


(Concluded on Page 3, Column 1) 


Dealer Adds ‘Sandwich’ Man 
To Line of Labor Pickets 


June, as compared with $1,074,521.42 
the same month last year. 


APPLETON, Wis. — Schlafer’s, 
Inc., local hardware store, refused to 
be nonplussed by an A. F. of L. 
picket demanding a closed shop in 
the firm’s tin shop. Instead, it fur- 
nished the union picket with a 
companion wearing a sandwich sign 
which told the public that Schlafer’s 
had some very good fans and electric 
refrigerators in stock. The stunt 
proved a versatile one in capitalizing 
on an otherwise hapless event. 


June Greatest Month 
For Wolverine Tube 


DETROIT—Swollen by June sales 
which were the highest for any 
month in the company’s history, net 
income of Wolverine Tube Co. for 
the first half of 1940 amounted to 
$222,713, or the equivalent of 53 
cents a common share, after all 
charges and provision for federal in- 
come taxes on the basis of the new 
rates, the company has reported. 

Earnings for the same six-month 
period last year, after deduction of 
all charges and federal income taxes 
then in effect, totaled $175,098, or 
41 cents a common share. 

June sales this year were 47% 
above sales for June, 1939; sales for 
the first six months of 1940 were 
36% ahead of the same period last 
year. This improvement was not 
confined to any one industry, the 
company claims, but was diversified. 


Laver Tells Employes of 
York’s Defense Orders 


YORK, Pa.—Stewart E. Lauer, 
president of the York Ice Machinery 
Corp., in an address before 7,000 
employes and their families picnicing 
at Hershey Park, Pa. last week, 
called for loyalty to the ideals of 
Americanism. 

“Our corporation is lending its 
whole-hearted support,” stated Mr. 
Lauer, “to the government defense 
program. We are equipping the 
fighting ships of the Navy, which will 
protect our shores, with refrigera- 
tion and air conditioning amounting 
to nearly $1,750,000. We are provid- 
ing refrigeration for a _ series of 
smokeless powder plants, the first 
of which is at Memphis, Tenn.” 


Dealer’s Role In 
Defense Plans 
Is Price Control 


WASHINGTON, D. C.—The role 
of the retailer in the national defense 
program will be to maintain a policy 
of “business as usual” and to co- 
operate in preventing unjustifiable 
price increases. 

This was revealed by the President 
recently in a progress report from 
the National Defense Advisory Com- 
mission. When the Chief Executive 
read the report to his press confer- 
ence, he expressed the fear that it 
would not get much space in the 
newspapers, because he had only a 
few minutes before told reporters of 
his plan to announce his third term 
intentions at Chicago that night. In 
this he was eminently correct, as the 
defense report missed the last page 
in most newspapers. 

The consumer protection division 


(Concluded on Page 8, Column 2) 


Wholesalers Assn. 


Pushes Drive For 
Appliance Firms 


NEW YORK CITY — Efforts to 
form an organization of appliance 
distributors within the National 
Electrical Wholesalers Association 
are beginning to bear fruit, reports 
Alfred Byers, secretary of the asso- 
ciation. 


With active promotion of the idea 
starting late last month, five promi- 
nent appliance distributors have 
taken membership in the organiza- 
tion. They are Greusel Distributor 
Corp. (Frank W. Greusel), Milwau- 
kee; Philip H. Harrison & Co. (Phil 
Harrison), Newark, N. J.; Gies, Inc. 
(A. J. Gies), Cincinnati; Radio Dis- 
tributing Co. (D. W. Burke), Detroit; 
and Times Appliance Co., Inc. (E. B. 
Ingraham), New York City. 

J. J. McDevitt, Jr. of the associa- 
tion’s headquarters’ staff last week 
left on a trip through the middle 
west in the interests of this particu- 
lar program. 


Preliminary Plans For Third All-Industry 
Show Take Note of Enlarged Exhibit Space 


CHICAGO—To expedite the regis- 
tration of attendants at the Third 
All-Industry Refrigeration and Air 
Conditioning Exhibition next Janu- 
ary and in other ways to make their 
visit to the show a pleasant one, 
several innovations in exhibit tech- 
nique have been announced by M. W. 
Knight of Peerless of America, Inc., 
chairman of the exhibition committee. 

Having outgrown the capacity of 
the Exhibition Hall of the Stevers 
hotel, where the 1941 show again will 
be held, the exhibition committee has 


Nash-Kelvinator Earns 
$901,939 For Quarter 


DETROIT — A _ net profit of 
$901,939 for the quarter ending June 
30, 1940, was reported by directors 
of Nash-Kelvinator Corp. after all 
charges, and provision for tax. 

The profit reported is equivalent 
to 21 cents a share on 4,291,306 
shares of $5 par capital stock out- 
standing, and compares with a net 
profit of $108,264 for the correspond- 
ing period of last year. 

For the nine months of the current 
fiscal year, which begins Oct. 1, the 
corporation reports a net profit of 
$1,307,878. 


also taken the mezzanine lounge and 
the Boulevard Room adjacent to it 
for display purposes. 

As now planned a complete regis- 
tration and information set-up will 
be provided at the entrances of each 
of the two exhibition halls of the 
show. 

Badges will be provided for all 
guests, as heretofore. Simplifications 
in the badging procedure have been 
worked out which, ‘vith the enlarged 
registration staffs arranged for, will 


(Concluded on Page 4, Column 3) 


Icemen Buy Units To 
‘Get Away From It All’ 


ST. LOUIS—Something of a rec- 
ord in selling to competitors has 
been established this year by Charles 
F. Kroemeke, Inc., Frigidaire dealer- 
ship, in selling seven electric refrig- 
erators to as many local icemen for 
use in their own homes. 

In making the first sale, early this 
year, Mr. Kroemeke discovered the 
iceman wanted the electric refriger- 
ator to take his mind off his daily 
task of carrying blocks of ice around 
when he got home. He then invited 
other icemen to the showroom. 


Skating Star Sees Refrigeration’s Wonders 


Sonja Henie, movie and skating star, learned a new trick about ice when 


she visited Frigidaire’s exhibit at the N. Y. World’s Fair. 


Miss Henie 


watches Richard Fisher, one of the exhibit lecturers, produce sparkling 


frost on 


a “snowball” 


held in hot flame. 


Simplified Time 
Sales Contract 
Wins Support 


‘Milwaukee Plan’ Puts 
Easily Understood Terms 
Right on Sales Slip 


CHICAGO—The “Milwaukee Plan” 
for simplifying instalment sales 
contracts will apparently have the 
backing of the newly organized 
credit executives’ division of the 
National Retail Furniture Associa- 
tion. 

The “Milwaukee Plan” is a co- 
operative effort on the part of 
furniture dealers in Milwaukee to 
better customer relations and avoid 
adverse instalment legislation by 
writing an instalment contract that 
doesn’t intimidate the customer. 

They set out to eliminate the rows 
of “fine type’ which have char- 
acterized such contracts, and took 
only those provisions which were 
necessary to make the document 
legal, and added thereto the minimum 
provisions which they themselves 
considered necessary for their own 
protection. Result was an extremely 
simple but acceptable contract, which 
appears in a few short paragraphs 
below the store’s sales slip. 

John R. Trost, secretary of the 
credit executives’ division, says that 
his group’s biggest move to create 
time sales goodwill is to be a move 
toward simplification of sales con- 
tract phraseology so that the cus- 
tomers will be able to understand 
clearly and completely in a few 
minutes just what they are signing 
and what legal obligations are as- 
sumed. 

“Our exhibit ‘A’ in the way of a 
sales contract is the simple contract 


(Concluded on Page 4, Column 5) 


Auto Dealers To 
Sell Crosley Car 


CINCINNATI—A revamped sales 
policy embodying partial distribution 
through established automotive deal- 
ers, addition of several new models, 
and introduction of a number of 
mechanical improvements were among 
features announced recently for the 
1941 Crosley automobile line by 
Powel Crosley, Jr., president of 
Crosley Corp. 

When the Crosley car was first 
brought out more than a year ago, 
it was merchandised through regular 
Crosley radio and appliance dealers 
to gain immediate distribution, Mr. 


(Concluded on Page 4, Column 3) 


Capital Co-op Drive 
Cracks ‘39 Record 


WASHINGTON, D. C.—In an 11- 
week campaign recently completed, 
the Electric Institute of Washington 
sold 2,376 electric refrigerators for 
a total value of $360,000, with 64 
retailers and 249 salesmen partici- 
pating. 

Primary problem of the campaign 
was how to surpass last year’s cam- 
paign total of 2,289 sales on the 
1940 lqw-price models, with salesmen 
receiving smaller commissions. Added 
to this was the fact that 90% of 
(Concluded on Page 8, Column 5) 


Average “40 Price $155 
In Portland, Oregon 


PORTLAND, Ore.—Total of 3,300 
refrigerators, with an average price 
of $155, were sold by Portland terri- 
tory dealers during the first six 
months of 1940, compared to 2,084 
sales for the same period in 1939, 
(Concluded on Page 4, Column 2) 
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Telling the Shelvador Story 


Typical of the window displays which Spear’s of Pittsburgh uses to 
promote refrigerators is this one, in which housewife and delivery boy 


discuss the 1940 Crosley’s storage 


Space and “seven zones of cold.” 


*. * * Oe 


Spear’s Crosley ‘Coupon’ | 
Campaign Out-Draws 
Store’s Other Ads 


PITTSBURGH—Spear’s of Pitts- 
burgh recently conducted an active 
merchandising campaign for Crosley 
Shelvador electric refrigerators, based 
on coupons, reports M. H. Marshall, 
Anchor Distributing Co., Crosley dis- 
tributor, Pittsburgh. Spear’s is the 
largest appliance dealer in_ the 
Pittsburgh territory, according to 
Mr. Marshall. 

This store ran a series of Crosley 
advertisements in the Pittsburgh 
papers, with a coupon in each adver- 
tisement. A. J. Buzzard, manager of 
Spear’s appliance department, states 
that they received as much. from 
coupons of Crosley Shelvador adver- 
tisements as they did from all other 
advertising that they ran during the 
same period, notwithstanding the 
fact that Shelvador advertising was 
only a very small part of their total 
advertising. 

The company backs up its adver- 
tising with real merchandising in the 
store, with good floor and window 


displays. 


Phone Time Service Plugs 
Time-Payment Sales 


BIRMINGHAM, Ala.—Using the 
telephone time service to advertise 
time-payment plans for _ electric 
refrigerators and other products is 
the plan now being employed here 
by General Motors Acceptance Corp., 
financing agency for Frigidaire and 
other G-M products. 

Telephone users calling the time- 
service number get, in addition, a 
message such as: “Save money, buy 
a Frigidaire on the G.M.A.C. plan; 
the correct time is 8:59 a.m.” Other 
General Motors products also are 
featured seasonally in connection 
with the service. 


Utility Offers $100 In Prizes 
For ‘Electrical Living’ Ideas 


FAIRMONT, W. Va.—Seeking new 
ideas on how electrical appliances 
contribute to increased leisure time, 
safety, convenience, and better liv- 
ing, Monongahela West Penn Public 
Service Co. recently offered more 
than $100 in prizes for the best 
advertisements to this effect written 
by any of the company’s employes. 
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Larger Used Models 
‘Compete’ With New 
Lower Priced Boxes 


HARRISBURG, Pa.—Even with 
low-priced “specials” getting a big 
play this year, Miller’s furniture 
store here is featuring reconditioned 
refrigerators with marked success. 
The higher priced used refrigerators, 
priced at $79.50, are said to be 
competing at better than even terms 
with the lowest priced new models. 

The store carries a line of new 
refrigerators, but they are relegated 
to second place in display and pro- 
motion. Most prominent spot on 
the store’s display floor is given 
over to the used models, carrying 
price tags from the top $79.50 down 
to $49.50. The selling price, of 
course, is based on the model, 
capacity, and condition of the box. 

The reconditioned refrigerators are 
furnished by a Harrisburg firm 
specializing in used models. They 
are sold with a guarantee at 
purchase price, longer guarantee 
being offered at an additional charge. 

Big reason for the highlighting of 
used models, according to information 
gathered at the store, is the fact 
that there is a greater profit per 
unit on these sales than on the low- 
priced “specials.” Also, users of 
used boxes become good prospects 
for new models, often before the 
guarantee period is up, it is said. 

To increase the volume on used 
boxes, extensive newspaper advertis- 
ing is used, playing up the fact 
that all makes and models are 
available at prices considerably 
below new models with the same 
capacity and many features not 
offered on the “special” units. 


As the refrigerators are said to 
be completely reconditioned and are 
guaranteed, the store has made 
good use of these features in giving 
the used boxes a prominent and 
attractive display on the floor. 


Outdoor Display Pulls 


Summertime Business 


DENVER, Colo.—Keying its refrig- 
erator display and promotional plans 
to fit the ‘outdoor season,” the appli- 
ance department of the local Mont- 
gomery, Ward & Co. store recently 
set up a large electric refrigerator 
display under an awning in front of 
the building. 


In addition to catching the eye of 
motorists passing the store, the dis- 
play also invited inspection by per- 
sons walking by, who ordinarily 
would not have entered the store to 
look over the refrigerator line. 


Cool Room For Hot Prospects 


M. T. Korenblat in the air conditioned “closing room” of |. K. Electric Co., 
where only deluxe refrigerators are displayed, and where comparison 
with deluxe lighting fixtures helps in selling higher-priced models. 


Getting the Prospect “Deluxe-Minded* 


$200 Refrigerator Doesn’t Seem Costly Alongside a 
$260 Chandelier, Little Rock Dealer Says 


LITTLE ROCK, Ark. — Deluxe 
model refrigerators don’t seem so 
expensive—in spite of this year’s 
low-priced “leaders”’—if they’re dis- 
played and demonstrated in the 
proper setting, says M. T. Korenblat, 
one of the owners of I. K. Electric 
Co., a dealership which this year has 
sold more deluxe models than it has 
“specials.” 

“We show every customer our 
highest-priced models first,” he says. 
“Even new customers, who have 
never enjoyed electric refrigeration, 
are not completely satisfied with the 
leader models after they have been 
exposed to adequate salesmanship. 


“In our special display room that 
we call our ‘closing room,’ we have 
worked out a system of price com- 
parison that makes even the deluxe 
models seem not so very expensive. 
In this room, which the customer 
enters by a door which, when closed, 
completely isolates the display room 
from the store, deluxe models are 
displayed on an elevated stage. 


“When the door is first opened, 
the room is dark, but the salesman 
reaches for the switch that turns on 
the overhead light fixtures. Our 
finest crystal fixtures are displayed 
here, which reflect much of their 
beauty to the refrigerators. 


“Customers nearly always see the 
crystal chandeliers before they notice 
the refrigerators. The salesman 
casually points out a few of the most 


New Users Mean New Leads 


Hour-a-Day Follow-up Plan Proves Effective Sales-Builder 


ST. LOUIS—An hour a day spent 
in what would ordinarily seem a 
barren market—customers whose 
purchases have been delivered only 
a few days before—has proven to 
be one of the most consistently 
effective sales-builders for Charles F. 
Kroemeke, Inc., Frigidaire dealer- 
ship. 

The Kroemeke follow-up differs 
from that of other dealerships in 
that it is definitely assigned to the 
four outside salesmen of the firm. 
Each man is required to spend one 
hour a day in contacting users who 
have been sold during the same 
week—this amounting to an average 
of two calls per day per man in 
peak season, one call in_ lesser 
months. 


All orders which have been de- 
livered are made out in triplicate, 
the final copy going on a spindle in 
the sales office where each man must 
select his calls, and turn them in 
at the end of the week as credit 
on the “hour a day” plan. Calls 
are always made in mid-morning or 
mid-afternoon, when it is most cer- 
tain that the new user will be home 
and using her appliance. Calls at 
these times have been proven much 
more useful than in the evening, 
when she is more likely to be busy. 

Calling on the customer, the 
Kroemeke salesman inquires con- 
cerning her satisfaction with the 
first few days of use, gives a few 
tips on its best operation, and even 
makes minor adjustments which 


may be found—such as tightening 
the door handle of a refrigerator, 
oiling a washing machine gear sys- 
tem, or some such simple operation. 
There’s no formality—instead, the 
salesman’s instructions are to allow 
the woman to talk about her pleasure 
with her new major appliance. 
Sooner or later, she will begin to 
mention friends who are potential 
prospects, and is always willing to 
give addresses and suggestions. 


First Floor Showroom Aids 
Department Store's Sales 


PITTSBURGH—Selling large elec- 
trical appliances from a segregated 
first-floor showroom has brought a 
35% yearly increase to Boggs & 
Buhl department store here, reports 
N. C. Levy, electrical appliance 
manager. 

Men like to be able to walk onto 
the first floor of a department store 
and buy without waiting for an 
elevator, Mr. Levy says. Boggs & 
Buhl salesmen can show these pa- 
trons their choice of 90 refrigerators, 
lining both walls of a 50 x 125-foot 
showroom. 


Salesmen take prospects up and 
down the line, showing one make of 
appliance at a time. This keeps the 
customer from becoming confused, 
and the salesman usually sells a 
higher-priced unit than the prospect 
originally intended to buy. 


expensive ones and says carelessly, 
‘That one over there is imported. 
Its price is $260.’ 


“After the customer has admired 
the $260 chandelier, an_ electric 
refrigerator priced around $200 will 
not seem luxurious. That little price 
comparison is a potent selling factor 
for us. 


“Many customers like to be left 
alone for a while in the display room. 
We have provided for their comfort 
with a desk piled with all the sales 
literature put out by Westinghouse, 
whose complete line we handle. The 
booklets and folders are so arranged 
on the desk that the refrigerator 
prospect can readily compare the 
qualities of the higher-priced models 
with the price leader one. 

“The display room is air condi- 
tioned, so that the customer will be 
comfortable no matter what the 
season may be. He or she enjoys 
sitting at the desk for a few minutes, 
reading the sales literature and com- 
paring it with the refrigerators on 
display. 

“We don’t leave the customer alone 
too long. Soon the salesman appears 
again, sits across the desk from the 
customer, and discusses refrigeration 
in what we think is an ideal and 
dramatic setting. 

“Nearly always the _ salesman 
knows that the customer has been 
looking at competitive refrigerators. 
It is his job, while the customer is 
seated with him in the display room, 
to make him or her want quality 
refrigeration. 
strive. 

“If we must eventually sell the 
prospect a lower-priced box, the job 
is made easier. He feels that he is 
getting a bargain in a luxury line.” 


Unit Air Gonditioners 


And get the benefits of Frick 
dependability and Frick economy, at 
the same time. Large slow-speed 
refrigerating machines give quiet 
operation and longest life; water 
cooled motors and machine spaces 
give extra capacity—more cooling 
effect per dollar. 


Increase your warm-weather trade; 
install a Frick Conditioner "ow: 
Units are built in 3 and 5 horsepower 
sizes. Branches and Distributors al! 
over the world. Write: 


WAY NESBORO, PENNA. 3 


DEPENDABLE REFRIGERATION SINCE 1882 
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‘Barrel-Like’ Chest Is’ 
Designed To Store 
Frozen Foods In Home 


(Concluded from Page 1, Column 2) 
producing sub-zero temperatures, 
consumes only about the same 
amount of electric current as an 
ordinary household refrigerator. 

The new unit consists of a double- 
walled cylinder of heavy steel which 
serves aS both food box and cooling 
element. “Freon” refrigerant is 
circulated between the cylinder’s two 
walls. Thus the entire usable in- 
terior space is surrounded by refrig- 
erant, with 24 sq. ft. of primary 
freezing surface. The cylinder is 
insulated with 4 inches of rock wool. 

Compressor unit is housed in a 
small enclosed compartment adjoin- 
ing the cylindrical freezing chamber. 
A %-hp. capacitor-type motor of 
standard make is used. It is rubber 
mounted. The refrigerating system 
also uses a 25-inch heat exchanger 
and a 6-inch Silica Gel dehydrator. 

Factory set to operate at 0° F. in 
a room of normal temperature, the 
Deep-Freeze also can be set to main- 
tain this same temperature at room 
temperatures up to 115° F. For 
quick-freezing purposes it can be 
dial-controlled down to —20° F. 

Barrel-like, the opening of the 
Deep-Freeze chest is at the top, so 
that cold air will not spill out when 
the lid of the food chamber is 
removed. 

The unit is available in either 
single or double-barrel capacity. 
Single-unit size measures 37 inches 
high, 37 inches long, and 27 inches 
wide. Food compartment is 18 inches 
in diameter and 30 inches deep. 
Shipping weight is 450 pounds. 

Interior of the food compartment 
is coated, in accordance with food 
laws, with two coats of aluminum 
vegetable oil paint. Exterior is 
finished with primer coat and two 
finish coats of white lacquer enamel. 
Trim is stainless steel. 

Price of the single-barrel unit is 
scheduled at $225. The double-barrel 
size will retail at $295. 

The intensive, nation-wide adver- 
tising campaign which will introduce 
the Deep-Freeze unit to the public 
is scheduled to break in metropolitan 
newspapers in dealers’ cities some- 
time in September, and to follow 
through in October with a series of 
six advertisements in Saturday Eve- 
ning Post. 

The newspaper schedule will be 
made up on the basis of $6 per unit 
— by distributors in local mar- 
ets. 

Initial copy will urge home-makers 
to “Live Better . . . Save $5 to $10 
a Month” by using the Deep-Freeze 
for the family’s food storage. “Terms 
as low as $7 a month” will be 
advertised in all copy. 

Aimed especially at the 1,000,000 
or more American families who now 
are customers of refrigerated locker 
Storage plants, special copy directed 
to locker patrons will stress coopera- 
tion with established commercial 
locker plants, pointing out that the 
locker renter can take home a week’s 
Supply of frozen foods from his 
locker at one time if he has a 
Deep-Freeze in which to store this 
produce. 

A direct mail campaign of three 
pieces is being made available to 
dealers. Display materials, posters, 
Signs, pamphlets, radio spot an- 
nouncements, and advertising mats 
and cuts of several kinds have been 
Prepared as additional dealer helps. 


3,666 Refrigerators Is 
Houston June Total 


HOUSTON, Tex.—Total of 3,666 
refrigerators were sold in June by 
dealers in the territory of Houston 
Lighting & Power Co. Also bulking 
large in the month’s report were 
Sales of 1,254 attic ventilators. 

Appliance sales for June in the 
territory, which includes, in addition 
to Houston, Galveston, Goose Creek, 
Hosenberg, Wharton, Freeport, Hum- 
ble, and La Porte, were: 


_ Unit Sales 
Refrigerators ...........cccecees 3,666 
te eerqtpaamneppe: 8 
Roasters rarieoioedlcnaiadstiteds askance 
IE ai deo dlen see iach oa 1,033 
Oeeeeeerereereee: "64 
Radios Te eT eC eee 3,879 
Vacuum Cleaners ............... 7 
Air Conditioning Systems....... 6 
Air Conditioning Units ......... 35 
Attic Ventilators ................ 1,254 
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Youngstown School 


Subject of Charges 


Made By FTC 


WASHINGTON, D. C.—A Federal 
Trade Commission complaint charg- 
ing misrepresentation in the sale of 
a correspondence course in air condi- 
tioning and refrigeration has been 
issued against Air Conditioning 
Training Corp., and its officers, 
Benjamin M. Klekner, Morris A. 
Gluck, and Leon J. Knight, 789 Wick 
Ave., Youngstown, Ohio. 

According to the complaint, the 
respondent corporation misleadingly 
represented that students who com- 
plete its training course are assured 
of employment in the air condition- 
ing and refrigerating industry; that 
the air conditioning industry has 
designated the respondent to train 
men for employment; that many 
vacancies exist in the air condition- 
ing and refrigeration industry that 
are available to students who com- 
plete its training, and that represen- 
tatives of the air conditioning and 
refrigeration industry actively par- 
ticipate in the conduct of the school 
and in the giving of instruction, 
when such are not the true facts. 


CALLED ‘MISLEADING’ 


Further misleading representa- 
tions alleged in the complaint are 
that respondent’s salesmen are ex- 
perts in vocational guidance; that 
students while pursuing its course 
will be qualified and able to secure 
part time work in the servicing of 
air conditioning and _ refrigeration 
equipment, and that persons with 
insufficient background are qualified 
to pursue its course of instruction, 
when such are not the facts. 


The respondent also allegedly 
claims that beginning wages in the 
air conditioning and _ refrigeration 
industry are greater than they are 
in fact; misrepresents the extent and 
nature of fees payable by students 
for its course of instruction, and 
exaggerates the extent of its labora- 
tory and shop equipment. 


Function of Retailers In 
Defense Plans Is To 
Keep Things Normal 


(Concluded from Page 1, Column 3) 

of the National Defense Advisory 
Commission has plans for the re- 
tailer. They are in charge of Miss 
Harriet Elliott, member of the com- 
mission, whose duties are directed 
toward keeping consumer goods 
prices under control, to prevent war 
orders, as far as possible, from 
interfering with the normal flow of 
distribution, and to maintain the 
standard of living under stresses 
that may come. 

A national publicity campaign will 
shortly be directed toward these 
objectives by Miss Elliott’s division. 
Definite plans have been prepared by 
the commission for meetings with 
retailers to outline policies for na- 
tional defense. Organized consumer 
groups, manufacturers of consumer 
goods, and wholesalers will also have 
a part in these conferences. 


BILL IS INTRODUCED 


In Congress a bill has been intro- 
duced which would attempt to deter- 
mine the part the retailer should 
play in the national defense program. 
The measure was submitted in the 
form of a resolution by Rep. A. J. 
Sabath of Illinois, chairman of the 
House rules committee. 


The measure would set up a com- 
mittee of six House members to 
make a survey of small business 
problems, their character and extent, 
their relationship to employment, 
their relationship to national defense, 
their effect upon the general econ- 
omy, the condition of the financial 
resources of small business today 
compared with 25 years ago, the 
present need for equity capital by 
small business enterprises, what 
means may be devised to keep Con- 
gress informed on the true national 
small-business viewpoint on govern- 
mental affairs, the means and method 
of financial support of small business 
organizations and associations. The 
bill is sponsored by the National 
Small Business Research Bureau, 
Washington, D. C. 


Distributor Appeals 
Court Ruling In 
Franchise Suit 


FOND DU LAC, Wis.—T. W. 
Meiklejohn, Inc., local distributor, 
has appealed the decision of Circuit 
Judge Henry P. Lockney in its action 
against Morse Chain Co., Ithaca, N. 
Y. stoker manufacturer, on a charge 
of fraud in connection with a con- 
tract making Meiklejohn “exclusive” 
distributor for the stoker line in 
parts of Wisconsin and upper Michi- 
gan. 

In the original action, Morse Chain 
Co. was granted a $1,068.74 judgment 
against the distributor by Judge C. 
F. Van Pelt, the sum being due on 
open account. Meiklejohn filed a 
counter-claim for damages, asserting 
that the contract had been breached 
by the manufacturer. 

Judge Van Pelt denied the counter- 
claim, but suggested that the de- 
fendant’s remedy should be a suit for 
fraud. This action was heard by 
Judge Lockney, who ruled that 
Meiklejohn was entitled to damages 
because of fraudulent representations 
made when the contract was entered 
into, but who declined to award the 
damages, holding that a section of 
the manufacturer-distributor con- 
tract precluded such an award. 

Meiklejohn’s contention has been 
that, although its contract called for 
“exclusive” distribution in the terri- 
tory assigned to it, the same prod- 
uct was sold to and distributed by a 
Chicago mail-order firm in the same 
territory. 


Resigns 


H. M. BUTZLOFF 


* * * 


Butzloff Leaves Post 
With Westinghouse 


MANSFIELD, Ohio—H. M. Butz- 
loff has resigned as sales develop- 
ment manager of the merchandising 
division of Westinghouse Electric & 
Mfg. Co., a position he had held for 
the past two years, with headquar- 
ters at the factory here. 


Prior to his appointment as sales 
development manager, Mr. Butzloff 
for 5 years was refrigeration man- 
ager for the northwestern district for 
Westinghouse, with headquarters in 
Chicago. Before joining the West- 
inghouse organization, he had some 
seven years’ experience with various 
Frigidaire distributorships. 


Prizes To Washington 
Salesmen Pay Off 


(Concluded from Page 1, Column 5) 
legitimate prospects in the Washing- 
ton area owned mechanical boxes. 

To “needle” sales effort, supple- 
mentary income was made available 
to salesmen with a certificate plan. 
A certificate was issued for each 
sale, and three certificates made the 
holder eligible for a prize pull of 
from $2 to $10. The average pull- 
board prize was $3. 

In addition to this, prizes of $100 
were distributed at each of three 
meetings of salesmen held during 
the campaign. In each instance, $50 
was distributed to the salesmen of 
the smaller dealers and $50 to the 
salesmen of the larger dealers. First 
prize was $25, the second $15, with 
two $5 prizes, awarded on the basis 
of one chance “in the hat” for each 
sale. 

At the end ot the first four weeks 
of the campaign, with bad weather 
prevailing, sales lagged at 457 boxes. 
The next three weeks added 584 
sales. Additional incentive was here 
introduced with an extra certificate 
for each sale over $149 and two 
extra certificates for each sale over 
$179, with the result that the last 
four weeks contributed 1,335 sales. 

Total prize awards of $3,000 were 
distributed. The Potomac Electric 
Power Co. allotted an advertising 
appropriation of $3,500 to dealer 
members, on the basis of 25% pay- 
ment for each advertisement run 
under the dealer’s name. A series 
of small-space “build-up” advertise- 
ments preceded the campaign. 


THE FINISH 


Peaaterxt 


of the Intercollegiate Regatta 
IS a Triumph of Coordinated Endurance 


SYNTEX WHITE 
SYNTHETIC ENAMEL 


is a daily example to the refrigerator owner of the 


perfect coordination of endurance and beauty 


There are more than 1,750,000 refrigerators finished in 


Syntex White Enamel which are daily reminders to their 


owners of the beauty and durability of this amazing finish. 


In many large manufacturing operations Syntex White is 


the standard finish. In others it is the safe alternate. 


JONES-DABNEY CO. 


Incorporated 


SCIENTIFICALLY CONTROLLED INDUSTRIAL FINISHES 


Factories at Detroit, Mich., 
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Louisville, Ky., Malden, Mass. 
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Boester Gets Post 
At Purdue U. 


CARL F. BOESTER 
* *” 

LAFAYETTE, Ind. — Carl F. 
Boester of St. Louis, consulting engi- 
neer in refrigeration and air condi- 
tioning, has been appointed Housing 
Research Supervisor of the Purdue 
Research Foundation, according to 
an announcement just made by G. 
Stanley Meikle, director of the 
foundation. 

In his new work here, Mr. Boester 
intends to concentrate on the develop- 
ment of a low-cost home that will 
conform to the demands of effective 
year-around low-cost air conditioning. 

“The living structure should be 
built around the air conditioning 
plant, rather than attempting to in- 
stall makeshift equipment for air 
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Milwaukee’s Simplified Instalment Sales Contract 


conditioning in the type of structure 
not at all suited for economical 
operation,” Mr. Boester states. 

The new appointee, who holds 
many patents in the fields of air 
conditioning, refrigeration, and heat 
transfer, and has been serving as a 
consultant to several companies in 
these fields, plans to concentrate on 
the development of a home “within 
the income range of 70% of the 
American citizens who are now 
denied such facilities.” 

Mr. Boester has become _ well 
known in recent years for his work 
in the development of refrigeration 
storage systems, which operate on 
“off-peak” loads in air conditioning. 
He has been a_ contributor to 
AIR CONDITIONING & REFRIGERATION 
NEWS. 


Appliance Sales Zoom 
In Portland Area 


(Concluded from Page 1, Column 5) 
according to reports made to North- 
western Electric Co. 

Dollar volume for all appliance 
sales exceeded last year, and from 
present indications the year’s sales 
will reach the $2,122,000 mark at 
which dealers are aiming for 1940. 

Range sales for the first six 
months of 1940 were 1,263 units, at 
an average price of $120, against 
only 762 during the same half-year 
of 1939. Water heater sales were 
596, at an average price of $115; 
last year’s sales were 264. 

Radio sales numbered 4,973, at an 
average unit price of $45, compared 
with 1939 sales of 3,229. Washing 
machine sales totaled 1,663, at an 
average unit price of $65, against 
last year’s sales of 1,552. Sale of 
312 oil burners was reported for the 
first six months of 1940. 


Sam’s Selling Slants 


Vv. E. (“Sam”) Vining, 
merchandising manager 
for Proctor Electric Co., 
is the industry’s most 
colorful salesman. This 
is the eighth of a series 
of Sam’s famous “Sell- 
ing Slants” messages to 
salesmen. An_ earlier 
series w~< published in 
the News in 1937, and 
later was published as 
a pocket-sized book. 


HEADWORK 


I started punching doorbells in Detroit. 


As I stood on the corner of Woodward Avenue and Boston 
Boulevard, my future in my hands—or if you will—at the end of 
my thumb—my only conscious thought was: 


I needed a cigarette. 


I put my finger on the first bell—then again—and again. 


I listened carefully for the faintest stir inside the house. 


A glow 


of satisfaction came over me—a feeling of triumph—a realization 
of ambition reached and realized—there undoubtedly was— 


No one at home. 


I wasn’t that lucky the rest of the day. I walked a 100 yards 
between houses and 60 yards back until five o’clock; 


I ended up with the tiredest pair of dogs in Wayne County; 
I had a better acquaintance with the maids of that neighborhood 


than the policeman on the beat— 


One of them, even 
Winked an eye at me— 
But; 


I hadn’t once talked to a housewife who had the power to 
buy anything or bowed to a butler who unbent—or found a maid 
who was willing to trade the iceman’s squeezin’ for mechanical freezin.’ 


That night I talked to an old timer— 


And; 


The next day I went out on St. Jean Avenue where they build 


two family flats on 30-foot lots— 


Where every doorbell ring 
Was answered by— 


The Purchasing Agent of that family. 


OFFICE RECORD Wy. sn ers otis cee eens eee san 
DOWN $ EO ES aan pice ias baw esa Races 
Cc. 0. BD. ¢ BEOURRE TG). 33s cxecieksu pens aaekn ss 
TRADII-IM CR. ......-.000 Conditional Sales Agreement, made this ........... WUE OE sic cec esse ses > 104... 
Ee re between WALDHEIM and COMPANY, INC. Milwaukee, Wis. 
TR eS re 728 N. Plankinton Ave. 
Budget PHONE DALY 3391 hereinafter called the “Seller” and 
EE ee eee Serr Cre re ver rene rere rr err Ty ere re Tey rere tre residing at 
} eal x pchidanieeiie beans ean aah en ea a , in the city of 
Advertising ©—- nn tee ee tree Milwaukee, State of Wisconsin, hereinafter called the “Buyer.” 
How ae 
Marked Code Lot No. Maker Vv Description Deliver Amount 
SALESMAN TOTAL a 


Original Purchase 


Am’t Paid 


Balance 


Addition 


Total 


Original Terms 


Present Terms 


WITNESSETH, That the buyer has this day conditionally purchased from the 
seller, subject to the terms and conditions hereof, certain personal property, 
as above listed. The buyer agrees to pay the seller for said property and 
the use thereof the sum of 


Ee ee ee ee TE a eee Se TE Ree tr ee rare ar ree Dollars 
less Merchandise Credit for .................. Dollars in the manner following: 
tyenvadswne Dollars at the signing hereof, and .......... Dollars before delivery; 


Pee eI ere ete Dollars on delivery, and the balance in instalments of 
se Rbrobisle bahia FOG BORREGO RCE RES PONE EE BEDI ORS EE Dollars payable on the 
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Instalments not paid when due bear 6% interest per annum. 

The Title in the property above described shall remain in the seller until 
the terms of this contract have been fully complied with. In case of any 
default in the performance of the terms and conditions hereof, or in the event 
the seller deems itself insecure, the seller shall have the right to declare the 
full amount unpaid immediately due and payable and/or retake all the property. 
Buyer agrees not to move, sell, mortgage, encumber, pledge or otherwise dispose 
of the property until paid for in full. Upon the performance by the buyer of 
all the conditions of this contract, title to the property is to vest in the buyer. 
It is mutually agreed that this instrument sets forth the entire contract. 

IN WITNESS WHEREOF, the parties to this instrument have hereunto set 
their hands and seals at Milwaukee, Wisconsin, on the date hereinabove stated. 


Special 
READ THIS BEFORE SIGNING. 
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WALDHEIM & CO., INC. 
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Here's Dope on 


(Concluded from Page 1, Column 4) 
speed up this necessary routine 
work on which the committee at its 
previous shows has set a high stand- 
ard for rapid registering. 

Another new feature proposed for 
the benefit of the exhibitors them- 
selves are special checking rooms 
for use only by those in charge of 
the displays. This new arrangement, 
incidentally, will help clear the ex- 
hibition halls quickly at closing time 
each day. 

The exhibition committee also 
has outlined the general program for 


LIST OF EXHIBITORS AS OF JULY 15: 


Acme Industries, Air-Maze Corp. All- 
Steel-Equip Co., Inc., Alco Valve Co., Inc., 
Aluminum Co. of America, Aluminum 
Industries, Inc., American Brass. Co., 
American Hard Rubber Co., American 
Injector Co. 

Ansul Chemical Co., Arcade Mfg. Co., 
Automatic Products Co., Black, Sivalls & 
Bryson, Inc., Bonney Forge & Tool 
Works, Bush Mfg. Co., Business News 
Publishing Co., Brunner Mfg. Co., Carrier 
Corp., Chase Brass & Copper Co. Chicago- 
Wilcox Mfg. Co. B. H. Clark Co.,, 
Commercial Coil & Refrigeration Co., 
Convention Binder’ Service, Copeland 
Refrigeration Corp. 

Curtis Refrigerating Machine Co., 
Cutler-Hammer, Inc., Day & Night Water 
Heater Co., Dayton Rubber Mfg. Co., 
Deissler Machine Co., Detroit Lubricator 
Co., Dole Refrigerating Co., E. I. du Pont 
de Nemours & Co., Ine., Electrimatic 
Corp., Fairbanks, Morse & Co., Fedders 
Mfg. Co., Gates Rubber Co., General 
Construction Corp. 

General Electric Co. (motor div.), Gen- 
eral Electric Co.( air conditioning and 
commercial refrigeration div.), Gale Prod- 
ucts, L. H. Gilmer Co., W. A. Hammond 
Drierite, Heating & Ventilating, Henry 
Valve Co., Iceberg Refrigerated Locker, 


‘41 Industry Show 


Plain Talk Used In 
Time Sales Paper 
In Milwaukee 


the attendance promotion work to 
be done in connection with the 1941 
Show. The various forms of publicity 
material and media used on the 
earlier exhibitions will again be 
employed. 

Assisting Chairman Knight on the 
exhibition committee this year are: 
Cc. H. Benson, Imperial Brass Mfg. 
Co.; D. H. Daskal, Perfection Refrig- 
eration Parts Co.; R. H. Luscombe, 
Penn Electric Switch Co.; K. B. 
Thorndike, Detroit Lubricator Co.; 
and R. M. McClure, exhibit manager 
and secretary. 


(Concluded from Page 1, Column 5) 
worked out by the Milwaukee furni- 
ture group,’ declared Mr. Trost. 
“Of course the varying laws prevent 
an absolutely uniform contract, but 
we are starting with the approach 
that there should be added to the 
minimum chattel mortgage or condi- 
tional sales contract terms required 
in each state only such paragraphs 
as the furniture dealer deems abso- 
lutely necessary for his protection. 
And further, we are urging that 
these terms be stated in as simple 
English as_ possible.” 


Ideal Beer Cooler Co., Imperial Brass 
Mfg. Co., Insulite Co., Jarrow Products, 
Kason Hardware Corp. 

Kelvinator Div., Nash-Kelvinator Corp,. 
Kerotest Mfg. Co., Linde Air Products 
Co. (unit of Union Carbide & Carbon 
Corp.), Marlo Coil Co., Jas. P. Marsh 
Corp., Master Refrigerated Locker, Mc- 
Cord Radiator & Mfg. Co., McIntire 
Connector Co., Mills Novelty Co., Minne- 
apolis-Honeywell Regulator Co. 


ERRORS ELIMINATED 


Milwaukee furniture dealer men 
Modern Equipment Corp., Mueller Brass ace. also enthusiastic over the com 
Co., Nickerson & Collins Co., Northern | bining of the contract and the sales 
Indiana Brass Co., Pacific Lumber Co., | slip, pointing out that this _ has 
Peerless of America, Inc., Penn Electric eliminated errors and saves time. 
Switch Co., Perfection Refrigeration When the salesman writes up the 


Parts, Portable Elevator Mfg. Co., Ranco, : : 

Inc., Refrigeration Appliances. order he automatically writes the 
Rotary Seal Co., Servel, Inc., Spoehrer- contract and _ specifies: 

Lange Co., Square D Co., Standard : 
Refrigeration Co., Superior Valve & The marked price 
Fittings Co., Tecumseh Products Co., The cost (in code) 


Temprite Products Corp., Texas Co. The manufacturer 

Tuthill Pump Co., Tyler Fixture Corp., . 
Universal Cooler Corp., Utilities Engineer- The article number 
ing Institute, Victor Mfg. & Gasket Co., The quantity 
Virginia Smelting Co., J. H. H. Voss Co., The description of the merchandise 
Wagner Electric Co., Weatherhead Co., The total amount of the sale. 


White-Rodgers Electric Co., Williams Oil- 
O-Matic Heating Corp., Wolverine Tube Then all the credit man has to 
Co. do is: 


Crosley Announces New, Improved Car Line 


(Concluded from Page 1, Column 5) 

Crosley explained. But experience 
gained in sales so far, he pointed out, 
has indicated that in certain terri- 
tories an automotive type of dis- 
tribution is to be preferred. 

After thus explaining the com- 
pany’s move to secure several inde- 
pendent automobile sales and service 
firms to handle the new line, Mr. 
Crosley stated that more than 600 
Crosley distributors would continue 
to function as a nucleus of the sales 
organization. 

The expanded seven-model Crosley 
line now includes a Parkway delivery 
truck for drug stores, florist shops, 
and similar businesses; a_ station 
wagon; a “Covered Wagon,” a unique 
new utility vehicle; a pickup delivery 
truck; a panel delivery truck; a new 
sedan; and a _ specially low-priced 
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Add the carrying charge 

Get the down payment 

Arrange for c.o.d., if any 

Arrange dates of payment 

Arrange amount of payment. 

Thus, when the customer signs the 
contract he has a complete itemized 
list of merchandise purchased and 
a resume of terms. 

This is all done by the use of 4 
quadruple sales slip. and conditional 
sales contract which at one writing 
supplies: 

The dealer with an office copy 

The shipping clerk with a delivery 
slip 

A copy to file, if the store <esires 

~— . A co r. 

New Conditioning Firm When ime powers furniture 
dealers first worked out their "eW 
contract forms, they first gave it 
their attorneys with some misgivin8®- 
But they got quick approval, 3” 
what’s more, the plan was endorse 
by city and county courts, and PY 
the association of commerce 


coupe built to sell for $299 at the 
factory. 

Mechanical improvements on the 
1941 models include larger bearings 
in the motor, an improved oiling 
system, universal joint drive, and 
bonderized and baked-on finish in- 
stead of the air-dried finish. 

Factory prices on the new line 
range from $299 for the coupe to 
$450 for the station wagon, plus 
freight charges and government tax. 


LOS ANGELES—Heat-R-Cool Co. 
has been incorporated here as an 
air conditioning firm with 2,500 
Shares of capital stock. Directors 
are Sam Richlin, Sidney Miller, and 
Wallace Holbrook, all of Los Angeles. 
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WHO’S WHO WHERE 


meer 


Personnel 


PORTLAND, ORE. 


PORTLAND, Ore.—A. C. Murray, 
formerly with Portland General 
Electric Co. has joined Western 
Electric Appliance Co., Crosley dis- 
tributor, to handle sales and promo- 
tion activities. 

For the past five years, Mr. 
Murray has been active in the pro- 
motion of electric water heating for 
Portland General Electric Co. 


MILWAUKEE 


MILWAUKEE—Horace J. Rosen 
has been named sales manager of the 
Meyer Stores, electrical appliance 
shops. Mr. Rosen joined the firm as 
salesman in April, 1939, coming here 
from Madison, Wis., where he was 
sales manager of the Homemaker 
Service Co. 


BALTIMORE 


BALTIMORE—Louis Rifkin has 
been appointed to the sales force of 
Electrical Products, Inc., Emerson 
radio distributor. He will cover the 
trade in metropolitan Baltimore and 
the Eastern Shore and _ western 
Maryland sector. 


DALLAS, TEX. 


DALLAS, Tex. — Don T. Curr, 
formerly of Houston, Tex., has joined 
the sales staff of A. Harris & Co.’s 
appliance division at North Akard 
St. and Pacific St. here. 


Commercial Dealers 


DETROIT 


DETROIT—Westinghouse commer- 
cial refrigeration equipment will be 
distributed at retail in the Detroit 
area by the Westinghouse Electric 
Supply Co., according to W. E. 
Slabaugh, Jr., commercial supervisor 
for the company. 

C. V. Patterson, who was formerly 
associated with household refriger- 
ator merchandising in Cleveland, will 
act as commercial refrigeration man- 
ager for the supply company under 
the new set up. Retail sales will be 
handled under the direction of C. W. 
Tomlinson, and Roy Grant will be in 
charge of engineering. 

Both Mr. Tomlinson and Mr. Grant 
were formerly associated with the 
Michigan Refrigeration Equipment 
Co. here. 


CEDAR RAPIDS, IOWA 


CEDAR RAPIDS, Iowa — Modern 
Refrigeration Co. has been appointed 
distributor for Servel commercial 
electric refrigeration in this area. 


Appliance Dealers 


ALBANY, N. Y. 


ALBANY, N. Y.—Thomas R. 
Ensign, for 18 years an employe of 
Brohm & Molitor, one of Albany’s 
oldest heating establishments, has 
Opened the Ensign Stove & Range 
Store at 250 N. Pearl St. here. 
He is handling Westinghouse electric 
refrigerators and ranges, Petro- 
Nokol oil burners, Universal, Magic 
Chef, and Florence gas ranges, and 
the Prizer Duplex combinations. 


BUTLER, PA. 


BUTLER, Pa.—George V. Sprenkle 
has opened an electrical appliance 
dealership at 116 South McKean St. 


HOOKER, OKLA. 


HOOKER, Okla.—George L. Risen, 
of Hooker Furniture Store, has 
been named Kelvinator dealer. 


SELMA, N. C. 


SELMA, N. C.—C. E. Kornegay 


has been appointed General Electric 
dealer here. 


BELOIT, wis. 


BELOIT, Wis.—Osborn & Kling- 
° "8, local plumbing and heating 
rm, has opened a new appliance 


department featuring Hotpoint equip- 
ment. 


LONOKE, ARK. 


LONOKE, Ark.—T. A. Steely, for 
five years employed by the Arkansas 
Power & Light Co. in the Lonoke 
territory, has opened an appliance 
and electric shop at Lonoke. The 
store handles Frigidaire electric re- 
frigerators and Philco radios, as well 
as a complete line of other appliances. 


CHARLOTTESVILLE, VA. 


CHARLOTTESVILLE, Va.—Sensi- 
baugh Co. has been named sales and 
service agency for Kelvinator prod- 
ucts here. 


OMAHA, NEB. 


OMAHA, Neb.—Allen Appliance 
Co., electric refrigerator dealership 
operated by Joseph Brehm, has 


opened a new store at 6116 Military 
Ave. here. This store, third unit in 
the Allen Appliance group, will be 
managed by Fred Kurtzman. 


EAU CLAIRE, WIS. 


EAU CLAIRE, Wis.—The Church- 
ill Tire Co. has been named Norge 
electrical appliance dealer. 


Air Conditioning 
Sales & Service 


BIRMINGHAM, ALA. 


BIRMINGHAM, Ala.—Air Engi- 
neers, Inc., a new concern, has 
opened at 2226 Third Ave. N. to 
handle General Electric air condition- 
ing, commercial refrigeration, oil and 
gas fired heating equipment and 
circulators; Combustioneer  stokers; 
Fitzgibbons furnaces and _ boilers; 
Puffer-Hubbard display cases and 
walk-in coolers; and Victor milk and 
beverage coolers and cold storage 
equipment. 

J. A. Cuninghame, formerly with 


Shook & Fletcher Supply Co. and 
later with Bethune Electric Co., is 
president; S. C. Bratton is vice presi- 
dent; E. J. Bissell is secretary- 
treasurer. » 


DALLAS, TEX. 


DALLAS, Tex. — Organization of 
the Air Conditioning & Refrigeration 
Maintenance Co., headed by James 
H. McDowell and Ward A. Penning- 
ton, a contract service establishment, 
has been announced. The new com- 
pany will occupy quarters at 108 
Exposition Ave., and will furnish 
24-hour service. 


Mr. McDowell has been associated 
with the Dallas Air Conditioning 
Corp. (York) for the past year, and 
came to Dallas from New York City. 
Mr. Pennington formerly was asso- 
ciated with Hussmann-Ligonier, St. 
Louis. 


DAYTON, OHIO 


DAYTON, Ohio — Appointment of 
three new distributors for Airtemp 
air conditioners has just been 


announced by Airtemp division of 
Chrysler Corp. 

The firms added to the Airtemp 
list are Steve Wise Co., Wichita, 
Kan., for most of Kansas and part 
of Oklahoma; Enger Supply Co., 
Minneapolis, for Minnesota, North 
Dakota, and western Wisconsin; and 
Hales-Mullaly, Inc., Oklahoma City, 
Okla., for most of Oklahoma and 
the northwestern part of Texas. 


MOBILE, ALA. 


MOBILE, Ala.—General Equipment 
Co. has been organized with head- 
quarters at 53 St.. Michael St. to 
handle General Electric air condi- 
tioning and commercial refrigeration 
and General Motors Diesel equipment. 
Head of the company is G. R. Wood. 
who also is president of G. R. Wood 
Co., engineering firm, which will 
handle applications and installation. 


SAN BERNARDINO, CALIF. 


SAN BERNARDINO, Calif.—Fed- 
eral Air Conditioning & Heating Co. 
has been organized at 372 Court 
St. here by Elmer Giles. 


Frigidaire Dealers 


sold more “Cold-Wall” Models 
in the first 5 months of 1940 
than during the entire year 


COLD-WALL 


of 1939! 


*% The Frigidaire Cold-Wall is recognized as the greatest refrigera- 
tion advance in 25 years. 


refrigerator. 


+ +e He 


* 


* 


It gives dealers exclusive sales features found in no other 


It provides a strong and logical sales appeal to upper bracket 
buyers and to the increasingly important replacement market. 


It offers a natural and exclusive step-up from low-priced models. 


It is the only refrigerator with chilling coils in the walls—an en- 
tirely new and advanced type of design and construction. 


It offers a food protection service not found in other refrigerators, 
with a scientifically correct combination of uniform low tem- 
perature, high humidity and still air. 


By actual test it saves food’s precious vitamins, flavor, color and 
natural moisture, better and longer. 


It offers an entirely new conception of refrigeration convenience 


—ends the nuisance of covering foods—permits storage of 50% 
more food on each shelf. 


Cold-Wall models help Frigidaire Dealers get a larger share of the sales and profits 
in upper price brackets — further proof that the Frigidaire line is fitted 
equally to the needs of the retailer and his customer. 


FRIGIDAIRE DIVISION 


General Motors Sales Corporation « Dayton, Ohio 
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Fluorescent Lights Reduce Air 


Cooling Loads 


BOSTON—Because the light pro- 
duction efficiency of fluorescent 
lamps is influenced by the air tem- 
perature immediately surrounding the 
tube, air conditioning engineers are 
warned by R. B. Brown, Jr., of the 
Boston Edison Co. not to locate 
these fixtures close to the cold air 
outlets. 

Speaking before the first annual 
New England Air Conditioning In- 
stitute, Mr. Brown pointed out that 
as the temperature of the air sur- 
rounding fluorescent lights goes 
down, the light output decreases. 
For this reason this type of lighting 
is seriously affected by drafts, and 
should not be located at points in 
the room where the air is in motion, 
unless the tubes are shielded. 


WATTAGE DROP SHOWN 


Admitting a pronounced swing to 
the fluorescent type of lighting, the 
speaker observed that many installa- 
tions are showing a pronounced drop 
in wattage, due to the increased 
efficiency in the new lamps. Mr. 
Brown does not expect this to be 
a permanent condition, however, due 
to the fact that every time there has 
been an important rise in _ the 
efficiency of lighting equipment, the 
consumers have used more and more 
light. 

The speaker stated that the present 
drop in wattage is a temporary 
condition which applies principally 
to the smaller consumers who must 
pay a relatively higher price for 
current. For large users, fluorescent 
lighting more frequently represents 
an addition to existing loads. 


TWICE THE LIGHT? © 


It is well established that fluores- 
cent lamps give twice the light per 
watt as the incandescent lamps for 
a given level of illumination. There- 
fore the total watts, and the total 
heating effect would seem to be one- 
half that of the incandescent system, 
the speaker said. 

But this is not the complete story. 
Incandescent lamps, Mr. Brown 
stated, dissipate 70% or more of 
their energy in the form of radiant 
heat which does not appreciably 
affect the temperature of the air, 
or other transparent substances 
through which it passes. 


The radiant heat from these lamps 
raises the temperature of people and 
objects in the room, and may 
ultimately influence the temperature 
of the room by conversion to other 


In Some Cases 


forms of heat through conduction 
and convection. 

Since most of the energy is 
absorbed by the object receiving 
radiation direct from the _ source, 
persons working under direct light- 
ing systems will feel the heat from 
them to a greater degree than others 
working under an indirect system, 
even though the wattage in both 
systems is the same. 

For a given level of illumination, 
however, the indirect system requires 
more wattage and so offsets the 
relative coolness of a system of 
this type. 


RADIANT HEAT 


Fluorescent lamps, on the other 
hand, dissipate their energy in a 
totally different way, the speaker 
said. Only one-half of the heat 
produced by these lamps is in the 
form of radiant heat. 

This gives rise to the frequently 
published statements that “foot 
candle for foot candle, the fluorescent 
lamp produces only one-quarter the 
heating effect of the incandescent 
lamp. This is important so far as 


“the effects of direct radiation are 


concerned, Mr. Brown pointed out. 

Design of an air conditioning sys- 
tem must be based on the total heat 
dissipated—and that means the total 
watts consumed by lamps and 
auxiliaries, not by radiant heat alone. 

It has been found that a maximum 
of 30% of the heat from a lighting 
system could be removed by venti- 
lating fixtures, and removing the 
heated air from the area immediately 
surrounding the lamps by ducts. 
Only in special cases is this expense 
justified. 


ENGINEERS’ PROBLEM 


Air conditioning engineers know 
that lighting systems in common use 
produce heat in the amount of 
3,415 B.t.u. per kilowatt hour. With 
the increasing demand for high level 
lighting, the heating effect becomes 
a problem for the air conditioning 
engineer, as well as the lighting 
engineer. 

The majority of offices today do 
not use more than two watts per 
square foot for lighting, which 
creates a temperature rise of approxi- 
mately 2 degrees. High level light- 
ing, with incandescent lamps, the 
watts may run as high as 10 to 15 
per square foot, and in such cases 
a rise in room temperature of eight 
to ten degrees results from _ the 
lights alone. 


“7° TEN TONS 


CANNON COOLER 
ut ets P. EEMEIA. 


Write for 


SOLID BOOMING COLD 


FROM NEW : 


oF AMERICA inc. 


Midwest Factory General Offices—515 West 35th Street, Chicago 
Branch Offices: New York, Los Angeles, Dallas. Export Div., Detroit 
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MUST be right 


_ @ At the least, Ansul estimates, 300 million 
pounds of liquefied sulphur dioxide have woe 


shipped and used for refrigeration purposes in 
the last 20 years. What better recommendation 


could anyone write for the best anne for 
ousehold units yet developed? __ ; * 


~ANSU 


EACH CYLINDER 
“INDIVIDUALLY ANALYZED — 


SULPHUR 
DIOXIDE 


y seisu ana COMPANY, MARINETTE, eins: 


AGENTS FOR KIiNETIC’S “FREON-12” 


Delco-Heat Cuts Line 
Prices Up to 22%; 
Shows New Models 


DETROIT — Declaring that “the 
automatic heating industry is honey- 
combed with factions’ and that “the 
present situation calls for leadership 
of the highest order,” C. E. Lewis, 
sales manager of Delco-Heat, ad- 
dressed the company’s sales organi- 
zation, assembled in key cities, on 
a long distance telephone hook-up 
from Rochester, N. Y. last week. 

Over one hundred dealers from 
the Detroit zone cheered when Mr. 
Lewis announced a price reduction 
“up to 22% with no loss of profit to 
the dealer,” as the company’s answer 
to the present situation in the auto- 
matic heating industry. 

Prices on the Model A Delco oil 
burner have been reduced to less 
than $250, installed, and _ similar 
reductions have been announced on 
the company’s line of oil and gas 
winter air conditioning equipment. 
No reductions in stoker prices was 
announced. 


NEW HOME MARKET 


Delco-Heat is also making a bid 
for volume business, particularly in 
the new home field, with the new 
Model B burner, which will sell for 
under $280, installed. This burner 
incorporates features found in the 
higher priced Model A, and is built 
to handle up to 1.35 gallons of fuel 
oil per hour. 

A new winter air conditioning oil- 
fired unit, the DAOO, was introduced 
to dealers at the meeting. This unit 
has a capacity of 85,000 B.t.u. per 
hour, and is designed for small, well 
insulated homes. The companion 
unit, the DAO, has been increased 
in capacity from 100,000 B.t.u. to 
110,000 B.t.u., and the DA1 has been 
stepped up from 135,000 to 150,000 
B.t.u. per hour. No change in capac- 
ity of the DA2 was made, and the 
DA3, largest unit in the line, will 
be discontinued. 


GAS-BURNING EQUIPMENT 


Price adjustments were also made 
known in the company’s lines of 
gas burning winter air conditioning 
equipment, to place these units in 
a@ more competitive position in the 
gas heating field. 

Mr. Lewis stated that price reduc- 
tions had been made possible by the 
installation of new machinery, con- 
veyors, and production equipment in 
the company’s plant at Rochester, 
in anticipation of a “rising market” 
this fall. 

The Detroit meeting was in charge 
of A. R. McMillan, manager of the 
Delco zone office, who presented a 
seven-point program of sales strat- 
egy, following the talk by Mr. Lewis. 
The meeting opened with a showing 
of a technicolor film depicting the 
General Motors “Futurama” exhibit 
at the World’s Fair. 

The Delco-Heat sales program 
calls for increased use of newspaper 
advertising and sound-slide films. 


Cool Apartment Keeps 
Singer In Good Voice 


ATLANTA—Lots of room coolers 
have been installed in the offices of 
doctors, dentists, and business men, 
and a good many in residential bed- 
rooms, but Walter Bartlett picked 
none of these obvious markets as the 
place to make the first sale of a 
Westinghouse ‘“Mobilaire’” condition- 
ing unit in the Atlanta territory of 
Georgia Power Co. 

Instead, Salesman Bartlett sold the 
unit to a prominent vocalist for use 
in her studio apartment. Cost of the 
complete installation was $214.95. 
The customer has reported herself 
as “well pleased” with the installa- 
tion. 


Barber Shop Quartette 
Can Sing In Comfort 


OKLAHOMA CITY, Okla.—Air 
conditioning was recently installed 
in the Colcord Building barber shop 
here for the comfort of customers 
and to protect the health of employes. 

All tools and towels used in the 
shop are kept in special cabinets 
equipped with General Electric ultra- 
violet lamps which kill germs in the 
air and on the surfaces of articles 
kept in the case. 


Profits and Comfort Are Twin Sales 
Weapons of Air Conditioning Dealer 


By Robert M. Price 


YORK, Pa.—Getting the air condi- 
tioning story over in terms of profits 
and comfort is a matter of sales 
ingenuity plus engineering and in- 
stallation to fit the prospect’s particu- 
lar needs and special desires, says 
Cc. A. Bott of the air conditioning 
department of Thomas Shipley, Inc., 
distributor for York equipment and 
Philco-York room coolers. 

This year the big emphasis is on 
comfort, says Mr. Bott, and to that 
end the company’s salesmen spent 
three weeks this winter readying 
their sales ammunition along these 
lines. 

In selling air conditioning to retail 
store owners, restaurant, and tavern 
owners the double entry of profit 
and comfort is used. 

“We sell air conditioning as a 
‘magnet’ for increased business,” Mr. 
Bott explained. For instance, in 
studies of dress shops where air 
conditioning was installed a woman 
customer who formerly did her 
summer shopping alone—and under 
protest—brings in her friends to the 
cool comfort. Not only does the 
customer spend more time trying on 
dresses and buying more, but her 
friends very often get into the buy- 
ing picture under comfortable condi- 
tions. 

“It is not difficult,” Mr. Bott ex- 
plained, “to get owners of similar 
shops interested in air conditioning 
when cases of this kind are cited. 
Often we bring prospects to talk to 
satisfied customers and let them hear 
the story direct from the user.” 


INCREASED PATRONAGE 


The same system is used to sell 
clubs. Increased summer patronage 
at an air conditioned social center 
bulks large in getting other clubs 
to swing over to the “comfort” side. 

As a prime example of this pyra- 
mided sales method, Mr. Bott said 
that his company had air conditioned 
no fewer than five funeral homes in 
York, a city of about 55,000 people. 

Selling air conditioning to pro- 
fessional men and for use in homes 
is almost entirely a “comfort” propo- 
sition, according to Mr. Bott. “In 
talking to a prospect who suffers 
much discomfort from hot weather 
we have found that a series of 
questions on all-year comfort is a 
good road to sales. First, we ask 
the prospect if he has a furnace in 
his home. Of course, the answer is: 

“Certainly. We need heat to be 
comfortable in cold weather.” 

The next question, while the 
answer is obvious, inquires as to the 
prospect’s capacity for “taking it” 
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Chain Store Equipped 
With $80,000 System 


BUFFALO—Largest unit in the 
W. T. Grant Co. chain of specialty 
stores was recently equipped with air 
conditioning at a cost of $80,000. 
The installation was made by the 
Davis Refrigeration Co., Inc. of this 
city. 

Separate systems, both located on 
the third floor of the building, serve 
the basement and third floor. Each 
system is powered by two York 
“Freon” condensing units, equipped 
with evaporative condensers. Heat 
transfer is by direct expansion. The 
systems are 100 and 120 tons, 
respectively. 


Department Store Has 
Year-Around System 


COLUMBIA, S. C.—No matter 
how hot it gets here this summer 
the temperature will not go over 
80° F. in the new James L. Tapp 
store. The new department store, 
which covers an area of 70,000 sq. ft., 
is equipped with a complete year- 
around air conditioning system. 

The installation was made by 
Reamer Industries of this city. 


Waukesha Co. Completes 
Plant Addition 


WAUKESHA, Wis. — Waukesha 
Motor Co.; maker of air conditioning 
equipment, has started construction 
on a $45,000 factory addition for 
manufacturing and warehouse space. 


in the hot weather. A cry for relief 
is the usual reply. It is a simple 
matter then to point out that comfort 
in summer is as important as com- 
fort in winter with air conditioning 
the simple answer to the cooling 
problem, Mr. Bott explained. 

Another leaf from Mr. Bott’s com- 
fort story angle has to do with the 
immediate future of residential air 
conditioning. ‘Nearly every place a 
person goes these days—to the 
dentist, doctor, department stores, 
drug stores, theaters—is air condi- 
tioned. In fact, just about every 
place they go is far more comfortable 
in warm weather than are their own 
homes. With increased use of air 
conditioning and with reduced costs 
on small units, it will be far easier 
to carry the comfort story right into 
the homes,” Mr. Bott said. 


BUYS LARGE JOB 


He also pointed out a case where 
the comfort of a small office unit 
resulted in the sale of air condition- 
ing for an entire business establish- 
ment. “Shortly after we sold this 
man a unit for his own office, he 
called us in to put in a central sta- 
tion job to cool his entire establish- 
ment. A case where comfort did a 
real ‘paving-the-way’ selling job.” 

Keyed to the selling organization 
is the Shipley engineering depart- 
ment under the direction of Martin 
B. Beline. All jobs of 1 ton or over 
are handled through the engineering 
department. Function of this de- 
partment is to give the customer the 
required cooling and to fit the 
installation to the particular design 
and decorative scheme. 

“Price,” admitted Mr. Bott, “is 
still the biggest obstacle, especially 
in the larger jobs, but we never 
sacrifice correct capacity for a bar- 
gain price. Performance and satis- 
fied customers are too valuable.” 

While some technical details are 
considered necessary to sell large 
installations, this system gives way 
almost entirely to “comfort points” 
in the sales program on small units. 
Hight salesmen under the direction 
of O. R. Read work on leads and 
cold canvass. The way is made ready 
by a letter on the benefits of cool 
comfort which is sent regularly to a 
list of prospects. 
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Nnventive’ Selling Results In Record 
First Year For Baltimore Dealer 


Female Form Divine Invades the Field of 
Refrigerator Display Case Advertising 


NORTH KANSAS CITY, Mo.— , Esquire’s Petty drawings added. The 


Sex has reared its “lovely” head in | caption, suggesting the streamlined 

refrigeration advertising. While sex | goddess’s action, reads: “Look What’s 
oe * 2 ® © has been generally considered a | Coming Off!” It goes without say- 

. salesmen receive 25% of this profit | pretty hot subject and not exactly | ing that the reader of the brochure 

fort Sell the Prospect Not What He Wants, But What | sgure. | geared to low temperatures, a | loses no time in turning the page. 
de “ an > pen noe sees geet = Koch uae te a 4 ‘“ The = Pees re the [- 
. equipment, r. otte as set u ng oO e company’s -cu. 5 on: “The Bare Facts Are—” e 
ling He Needs, States Clarence Hottel. Advantages am dispensing equipment = “Econ-O-Miser” storage case dis- | gal is there, as advertised, and quite 
ie ‘ ‘ the rear of the showroom. Here | misses this idea neatly and thor- apparently has taken the caption 
rod Of Exclusive Lines Are Many, tde Says prospects can be shown the equip- | oughly in making attractive and | literally, and most certainly, ‘“‘figura- 
pe ‘er me ment in operation and the selling | eye-catching use of the female form | tively.” Inside pages of the brochure 
me i sialic nid © story becomes more convincing. = inesiiaiai aaa /- = a ed ng pos ghee ed 
‘ y - ’ ee e r g piece, designed by e “Econ-O-Miser” cases. e 
= BALTIMORE — Keep your eyes Inventive’ Salesman as og Ravage pi Monge: Tote Sam Glass, advertising manager of | advertising piece is done in attractive 
ne open for new applications in com- two of these men came to deliver | the company, has a teaser cover that | color and_ the undraped touches 
; mercial refrigeration to increase sales beer for the demonstration unit, Mr. | COMbines all the best features of | make it required reading from cover 
oe volume, is the advice of Clarence Hottel took time to go through the | GYPSy Rose Lee with a dash of | to “uncover.” 
own Hottel, manager of the commer- demonstration down to drawing . 
air cial refrigeration department of Air glasses of beer to prove the selling Servel Units on Tour In Refrigerate Equipment Co. 
osts Conditioning, Inc., Carrier distributor points. Right on the spot he lined e . 
sier here. This year the firm has been up several prospects from talking to Demonstration Trailer Moves To Long Island 
into averaging an installation a day, these men and they promised to 


keep an eye out for more hot leads. 


many of the jobs resulting from Mr. 
Hottel’s “inventive selling’ plan. 

“The average commercial refrig- 
eration salesman,” Mr. Hottel says, 
“pelieves he is through when he has 
sold a prospect a water cooler, a 
beverage cooler, or a display case. 
Beyond that it takes ‘creative selling,’ 
‘inventive ‘selling’ to convince the 
prospect that commercial refrigera- 
tion can be applied to do many jobs 
easier, faster, and more econom- 
ically.” 


WANTED COOLING— 


To illustrate his point, Mr. Hottel 
described an installation his firm 
had made in one of Baltimore’s most 
beautiful night clubs. The owner 
was originally a prospect for air 
conditioning and heating. In looking 


CLARENCE HOTTEL 


mechanical refrigeration for trucks, 
as compared to dry ice, plus the 
advantage of flexible controls makes 
this field very fertile,” Mr. Hottel 
pointed out. “These applications,” 
he continued, ‘must be made so 
that the truck can have different 


Naturally, these men are compen- 
sated for tips leading to sales. 


The commercial refrigeration de- 
partment of Air Conditioning, Inc. 
was started only a year ago. Mr. 
Hottel first applied time-tried ideas 
such as canvassing for prospects. 
“We knew,” he_ explained, “the 
value of users in pyramiding sales.” 


But once key installations are 
established, Mr. Hottel believes that 
it takes three main selling tools to 
keep sales rolling in. These points, 
he says, are merchandising, promo- 
tion, and the all-important searching 
for and selling new applications of 
equipment. 


EVANSVILLE, Ind.—A demon- 
stration trailer, bringing Servel’s 
“Silver Fleet” of commercial electric 
refrigeration units right to the door- 
step of prospective distributors, 
manufacturers, and users, started 
out on a widespread tour June 15. 

Equipment in the trailer includes 
two typical machine units connected 
to evaporators, cutaway demon- 
strators, photographs, and _ other 
material to allow salesmen to give 
a visual demonstration of the units. 

During the next six months the 
trailer is scheduled to visit almost 
every state east of the Mississippi 
and several points throughout the 
Southwest. 


NEW YORK CITY — Refrigate 
Equipment Corp., manufacturer of 
refrigeration fixtures for store instal- 
lations, has moved from 40 W. 42nd 
St. here to a leased plant at 43-03 
Vernon Blvd., Long Island City. The 
larger quarters at the new location 
comprise 5,000 sq. ft. of space. Leo 
Kuckart is president of the manufac- 
turing firm. 


Milwaukee Dealer Moves 


MILWAUKEE—Pepper Appliance 
Co. has moved from 1322 North Ave. 
to new quarters at 1318 W. North 
Ave. 


over the club’s refrigeration equip- 
a ment, Mr. Hottel figured that a 
” little “inventive selling” might result 
in an order. The club was buying 
1,000 pounds of ice cubes a day, and 


degrees of refrigeration for different 
cargoes. 

“This is especially true of trucks 
making return trips with perishable 


the ice bill was running around | cargoes of different kinds. Frost 
_ $2,000 a year. Mr. Hottel suggested | 2nd dripping must be eliminated. 

an ice cube maker. The owner | The refrigeration system must be 
are balked on price. made as dependable as a stationary 
ge job. Current experiments have 
way —GOT ICEMAKER shown that truck refrigeration can 
its” be designed to give shippers economy 


its. Then, Mr. Hottel sat down and | and safety. It is another place to 


cost above $600 a year. He got the 
order. 

In this same club he sold shaved 
ice storage equipment, bottle storage 
equipment, and other commercial 
refrigeration applications amounting 


to close to $15,000. 


‘LIKE A TAILOR’ 


“The equipment,” Mr. Hottel ex- 
plained, “was built to this man’s 
Special needs. I sat down like a 
tailor and drew up plans to give 
him exactly what he wanted—and 
what he needed. We worked hand- 
in-hand with the architect and made 


tion figured up the cost of the electric | apply ‘inventive selling.’ ” 
and current to operate an ice cube maker, 

, B kind of selling must be 
ady added cost of equipment, interest, en d 4 wrod v4 vent " epeinaiian 
cool amortization for the life of the | campaign, Mr. Hottel believes. His 
oa equipment—and he couldn’t get the paign, E : 


firm recently completed a direct-mail 
campaign to 2,400 tavern owners. 
The mailing cost about $350, but 
returns are proving the worth of 
the drive. 

To back up any _ promotional 
activity, especially in commercial 
refrigeration, Mr. Hottel is a firm 
believer in exclusive lines in a 
restricted territory. 


‘WHY’ OF THE EXCLUSIVE 


“You can keep your salesmen 
‘steamed up’ if they have exclusive 
on good equipment,” Mr. Hottel 
says. 


our equipment dovetail with his “The more inquiries that come in 
plans. on your equipment, the more orders 

“Incidentally, I have found that if | go down your funnel. In _ other 
you don’t play ‘perfect ball’ with | words, when you have exclusive 
the architect on a job of this kind, | lines, you get demands. That’s 


you might as well leave town. You'll 
never get another job. On the other 
hand, if you work with him on a 
‘key installation’ and he’s satisfied, 
he'll throw other jobs your way.” 

_This carefully planned and super- 
vised “key installation” brought 
quick results. A second club owner 
called Mr. Hottel to see if he could 
get “the same kind of a _ job.” 
Because he was confident that the 
first installation would almost sell 
itself, Mr. Hottel answered: 

“Yes, we can give you what you 
want. When you have decided to 
put it in get in touch with me and 
we'll work it out.” 

No time lost here. The second 
Club owner made his decision. Mr. 
Hottel called to see him at four 
%clock one afternoon. By seven 
that evening the deal was made. 


(0 jobs from one on _ inventive 
Selling. 


OPPORTUNITIES IN TRUCKS 


Mr. Hottel described other in- 
stances where new applications paid 
Cu. in sales. Recently he made an 
installation in an aircraft plant for 
Sub-zero tests of equipment. Some 
of his special bottle cooling equip- 
— is being shipped as far as 
teh and Detroit, he says. 
— refrigeration is another field 

fre new applications can be sold, 
Mr. Hottel observes. 

The great difference in cost of 


what we want, and that’s what our 
salesmen want.” 


In addition to Mr. Hottel, the 
firm employs four commercial sales- 
men. Typical of their sales approach, 
according to Mr. Hottel, is for them 
to go into a restaurant or tavern, 
talk with the owner, and make 
pointed suggestions as to any and 
all commercial refrigeration equip- 
ment that would improve the owner’s 
handling of food or beverage. 

This cover-all approach convinces 
the prospect that the salesman 
“knows his business,” Mr. Hottel 
says. Most owners follow the “inven- 
tive selling’ up to the question of 
cost. The simple method of compar- 
ing ice costs or cost of running pres- 
ent equipment with that of new 
equipment is used. Such a compari- 
son coupled with the meter plan of 
payment convinces the owner, in 
most cases, that it is easy to own 
all the commercial refrigeration 
equipment he needs. The savings 
story is the big clincher, Mr. Hottel 
believes. 

All the figuring on the jobs is 
done by Mr. Hottel. Data and speci- 
fications are brought in by the 
salesmen. Mr. Hottel makes up a 
complete cost and specification sheet 
for each job. He figures in cost of 
equipment, installation costs, service 
costs for a year, and then establishes 
a selling price. When total cost is 
deducted from the selling price, 
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Gas-Powered 
Commercial 
Refrigeration 


OUR years ago, almost to the 

date, intrepid wayfarers re- 
turning from sweltering southern 
Indiana brought back the first 
rumors of the successful adapta- 
tion of gas_ refrigeration to 
commercial uses. Servel, it was 
said, had solved the exceedingly 
tough problem. 


That was four years ago. 


Like a good many new develop- 
ments, the idea of commercial 
refrigeration, powered by _ gas, 
caused quite a flurry of excitement 
for awhile. In October of that 
year one of these units was 
displayed before the annual con- 
vention of the American Gas 
Association. After that, little 
more was heard from it. Appar- 
ently it belonged to the “File and 
Forget” category. 


Around 400 Installations 
Now In Operation 


A recent check-up shows that 
after four years, a few more than 
400 satisfactory installations have 
been made. At the rate of a 
hundred sales a year, it wouldn’t 
seem that the gas people have 
much of a business here. But 
gas-powered commercial refrigera- 
tion shouldn’t be dismissed so 
easily as that. It does appear to 
have genuine possibilities. 


In the Servel unit a secondary 
refrigerant, methyl chloride, is 
employed. It flows through the 
coils as a liquid, no expansion 
valve being necessary. Hence it 
is possible to operate the cooling 
coils at a higher temperature 
(around 30° F.) than will be 
found in compression systems. 


Temperature Differential 
Is Not So Marked 


Thus the temperature differ- 
ential between the coils and the 
case is not so marked as is the 
case with compression systems, 
and temperatures inside the refrig- 
erator remain more nearly con- 
stant between cycles. These facts 
result in a remarkably even 
temperature control, it is claimed, 


along with comparatively high 
relative humidities. 


Among the offsetting disadvan- 
tages are the necessity of insulat- 
ing the secondary refrigerant lines, 
relatively high operating costs, 
and high first cost. Of course, if 
any considerable production were 
to be obtained, the high initial 
cost would likely drop consider- 
ably. 


Various Fields In Which 
Applications Have Been Made 


So far, most of these gas- 
powered commercial installations 
have been made for big reach-in 
boxes in restaurants, delicatessens, 
clubs, institutions, butcher shops, 
and dairies. Quite a few bar 
installations have been made, as 
well as some dough retarders and 
water coolers. Apparently any 
application requiring remote in- 
stallation of the cooling unit can 
be served by gas refrigeration. 


The gas companies are just 
beginning to wake up to the 
possibilities of this equipment. 
However, no joint program has 
been developed for merchandising 
them, and prices, financing meth- 
ods, special rates, servicing, and 
other policies are at present 
confused and at variance. 


Expanding Industry Should 
Welcome New Methods 


Whereas established commer- 
cial refrigeration dealers may 
look upon these gas units as 
competition at present, they should 
also take cognizance of the possi- 
bility that they may have the 
chance to sell such units them- 
selves when more of the pioneering 
job has been done. 


No one believes that commercial 
gas refrigeration will ever seri- 
ously challenge compression refrig- 
eration, but for certain jobs and 
in certain localities it may fulfill 
specific needs in so satisfactory a 
manner as to justify its existence 
alongside other methods of refrig- 
eration in a steadily expanding 
industry. 


What About 
F. M. Radio? 


STRANGE new industrial 

term has been making the 
headlines lately, even competing 
with war news. What is this 
Frequency Modulation that sud- 
denly bursts on the scene at the 
very moment of _ television’s 
appearance and is causing so much 
speculation and so many head- 
aches in the radio industry? 


F.M. is a new short-wave radio 
transmission said to be startling 
in its high fidelity and in the 
virtual elimination of static, the 
old enemy of A.M., or amplitude 
modulation. 


Certain subtle tonalities such as 
the full range of a concert grand 
piano, the middle register of a 
clarinet or the higher tones of the 
oboe, which heretofore have been 
very elusive on the air, emerge 
clearly from the F.M. loudspeaker. 


Sound effects that are crudely 
reproduced by A.M. impress ob- 
Servers as “ghastly” in their 
realism. 


Even more remarkable in its 
possibilities is the fact that two 
or more. stations no _ farther 
removed than 100 miles may use 
the same F.M. channel without 
interference or “hashing.” 


On the other hand, an original 
broadcast may be aimed with 
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impressive precision at any given 
target within reasonable range. 
This would obviate much of the 
telephone relaying necessary in 
an A.M. broadcast directed at a 
large section of the country. 


Francis X. Welch in Nation’s 
Business points out that the 
simultaneous arrival of frequency 
modulation and television may be 
a fortunate circumstance after all. 
F.M. will of course require new 
receiving sets and television recep- 
tion calls for sound receiving 
attachments. It is even claimed 
that F.M. technique can be used 
for the sight part of television. 


So it is quite possible that in 
one way or another the two will 
be associated together and both 
changes made at the same time. 


That should please everybody— 
and particularly it should please 
specialty appliance dealers. 


LETTERS 


Opportunity To Sell 
Rebuilt Units 


Mehtab S. Dua 
Importer and Exporter 
P. O. Box 500 
Calcutta, India 
Sirs: 

I wonder if you could supply me 
some addresses of the firms who deal 
in secondhand rebuilt Frigidaires 
and Norges. I am _ interested to 
export to India about 300 a year to 
start with. I will pay in cash here 
at New York against delivery of 
reliable firm. 


Can you recommend a few books 
on the same subject I am _ very 
much interested in air conditioning 
and refrigeration. 

M. S. Dua 


Malpractices In 
Commercial Refrigeration 


Servel, Inc. 
51 E. 42nd St., New York, N. Y. 


Editor: 


I found your editorial in the July 10 
issue of Air CONDITIONING & REFRIGERA- 
TION News quite interesting, and it 
should serve as a starter toward some 
straightforward thinking which the 
commercial refrigeration business re- 
quires at this particular time. 


In my opinion there are two con- 
siderations to be given this subject. 
First are the fundamentals which 
cannot be violated without definite 
injury to the violators and to the 
industry itself. If we are to eliminate 
so-called “racket” conditions in this 
phase of our industry it seems to me 


that these fundamentals offer no 
opportunity for much difference of 


opinion. In this regard I would sug- 
gest a few for consideration, as 
follows: 


1. A strict ban on the sale of ma- 
chine units by manufacturers direct 
to consumers and at wholesale dis- 
counts (naturally recognized national 
chains are excepted from this cate- 
gory). 

2. Adherence to an equitable and 
fixed discount schedule for various 
classes of buyers, depending either 
upon their classification as manufac- 
turers, distributors, dealers, or service 
men, or upon a volume purchase basis. 
Such a policy would eliminate the sale 
to distributor-dealers on a manufac- 
turer’s quantity discount basis. Obvi- 
ously these discounts can be adhered 
to only when dictated by the manu- 
facturer and not by an agent in the 
field whose income varies with the 
discount he optionally offers the 
customer. 

3. Elimination of violation of sound 
credit terms and practices. 


The above represent the sort of 
fundamentals that need to be safe- 
guarded in this business. 

The second consideration is that of 
operating policies, which are very 
largely a matter of opinion, as ex- 
pressed in your editorial. Only time 
and experience will prove many of 
these points. I fully concur with the 
inference in your editorial that the 
commercial refrigeration business is 
faced with dangers similar to those 
evidenced in the domestic refrigera- 
tion business due to promiscuous and 
almost unlimited installation of deal- 
ers, without regard to their responsi- 
bility (financial or operating), and 
without regard for the obligations 
which a manufacturer has to the well 
established organization which is en- 
titled to and requires at least a 
limited or reasonable amount of sales 
protection. 

When any irresponsible individual 
can, by simply laying the money on 
the line, obtain a reputable make of 
machine at the full distributor-dealer 
discount, then the originator of that 
policy is himself the instigator of 
cut-throat price competition that re- 
sults in profitless operation in the 
long run by both manufacturers and 
dealers. 

The time is past when a nation- 
wide restricted territory policy ap- 
pears adequate. There may be excep- 
tions in a particular locality for the 
protection of dealers who are ade- 
quately set up. In many areas the 
old time distributor-dealer has met 
modern conditions by entering into 
all phases of the business, including 
the sale of fixtures in competition 
with the man who previously handled 
the fixtures exclusive of machines. 
In other cases we find the specialist 
has been developed; that is, the man 
who has become predominant in his 
area in one phase of the business 
such as beer cooling, locker storage, 
replacement market, or some other 
specialized branch. 

As long as the fundamentals are 
not violated it seems to me that 
detailed operating plans are subject 
to considerable variation, depending 
upon localized conditions. It does, 
however, appear that it is high time 
that the distributor-dealer trade be- 
come more educated and better versed 
in the great differential between 
horsepower and capacity as a basis of 
purchase price. 

It seems to me quite basic that 
profit for the dealer and satisfaction 
for the consumer is the foundation of 
profit for the factory and for all 
others concerned in the sale of com- 
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mercial refrigeration equipment. It 
is these fundamentals that result in 
the development of practices which 
will produce a well ordered operation 
in the industry and not a “racket” 
condition. The violation of these 
fundamentals can mean only one 
thing: cut price selling that will be 
a barrier to legitimate profits in every 
branch of the business. The results 
are summed up in the following para- 
graph quoted from your editorial, as 
the experience which the domestic 
end of the business has gone through: 
“Cut price selling avalanched across 
the country, leaving behind it a wake 
of ruined dealers and glutted markets. 
Practically everyone lost money, in- 
cluding the manufacturers.” 
E. A. TERHUNE, 
Sales Mgr., Electric Refrigeration, 
& Air Conditioning Div. 


Nema’s Rating Methods 


United Appliance Co. 
1009 Florence St. 
Fort Worth, Tex. 
Sirs: 

We should like to receive available 
data on Nema specifications referred 
to in June 26 issue of Air CONDITIONING 
& REFRIGERATION News, in the article 
entitled “Frigidaire Tells Architects 
and Builders What to Demand in 
Refrigeration.” Kindly advise us how 
Wwe can secure such data. 

C. P. RENNIE 


Answer: An examination of the 
article to which you refer shows that 
mention was made of the Nema 
methods of rating gross volume, net 
storage volume, and food shelf area, 
and that reference was also made to 
the Nema test code for rating me- 
chanically operated household refrig- 
erators. 

The Nema method of computing 
food storage volume and shelf area 
was published in the specifications 
supplement to the March 27, 1940 
Annual Specifications issue of AIR 
CONDITIONING & REFRIGERATION NEWS. 
If you do not have a copy of this 
issue, it is available at a cost of 
20 cents. 

The test code for rating mechan- 
ically operated household refrigerators 
was published in the April 14, 1937 
issue of the News. This also is avail- 
able at a cost of 20 cents. The ratings 
of machines based upon this test 
method have not been made public. 


Service Men 
Appreciate It 


Refrigeration Service of 
North Jersey, Inc. 

6 E. McFarlan St., Dover, N. J. 
Sirs: 

Kindly enter herewith our order for 
12 copies of your May 22 issue for 
distribution among our service stall. 
This is an excellent example of truly 
beneficial assistance for any service 


organization. 
C. H. WINNEFELD 


Price Takes a Bow 


Bonded Refrigeration Service 
Associates 
25-31 Essex St., Youngstown, Ohio 
Dear Mr. Price: . 
Congratulations on your splendl 
work on our article in the NEW®: 
We are all very pleased with the w4Y 
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WHAT'S DOING WITH DEALERS 


Florida Firm Stages 
‘Carnival’ With Goal 
Of 1,250 Unit Sales 


CRLANDO, Fla.— With dealer 
sales of 1,250 electric refrigerators, 
ranges, and water heaters as its goal, 
Florida Public Service Co. has in- 
augurated an “All-Electric Carnival,” 
with cooking schools, free movies, 
lower power rates, and long-term 
financing arrangements as the prin- 
cipal features. 

Opening at a two-day session in 
the Winter Park high school audi- 
torium, the carnival will tour dozens 
of central Florida towns, with cam- 
paign efforts being concentrated 
there immediately prior to and 
following the visit. Aim of the 
carnival is to contrast American 
standard of living with that of other 
countries, and to draw attention to 
the growing popularity of “the elec- 
trical standard of living,’ says H. R. 
Cloud, vice president and general 
manager of the power company. 

Sales campaign has been planned, 
Mr. Cloud said, to make low-priced 
equipment available to customers 
before prices rise. He said that 
indications point to a sharp upturn 
in appliance costs this fall, due to 
the sweeping reorganization of 
American industry. 

Extensive direct mail and coopera- 
tive newspaper advertising will back 
up the drive, says B. G. Duncan, 
advertising manager for the power 
company, and store decorations and 
window displays also will be stressed. 
A “quiz program” in each town 
visited by the carnival will be an- 
other feature designed to increase 
public interest in the campaign. 

Five-year financing terms will be 
available to prospects who purchase 
a complete kitchen — refrigerator, 
range, and water heater—and will 
make payments on the over-all pur- 
chase less than $10 per month, the 
utility announced. Down payment 
requirements also will be shaved 
during the drive. 

As a further inducement to appli- 
ance sales, all customers will be 
billed on the power company’s “objec- 
tive rate,” a promotional rate for- 
merly available only to users who 
increased their monthly current con- 
sumption. 


Omaha Appliance Firm 
Buys $32,000 Building 


OMAHA, Neb.—The Omaha Appli- 
ance Co., headed by Paul W. Jacobus, 
has purchased a two-story and base- 
ment brick building at 1714-16 Jack- 
Son St. for $32,000, and will take 
possession Sept. 1, after a remodeling 
job to cost $5,000. The company 
now has its headquarters adjoining 
its recently acquired building, and 
will have considerably more room for 
operations when it takes possession. 

Mayper Furniture store, 16th at 
Capital Ave., has started an expan- 
sion program to more than double 
its present space, to increase its 
appliance stocks and operations. 


William W. Evans, Little Rock 
Refrigeration Executive, Dies 


LITTLE ROCK, Ark.—William W. 
Evans, 48 years old, president of 
Gunn Distributing Co. and _ vice 
president and manager of Wholesale 
Appliance Co., Inc., died unexpectedly 
at his home here on July 9. His 
two firms distributed refrigeration 
and appliances throughout Arkansas. 


Reconditioned Units Help 
Texas Dealer Tap 
Farm Market 


FORT WORTH, Tex.—Recondi- 
tioned units of high quality consti- 
tute one of the most _ effective 
mediums for tapping the electric 
refrigeration market in the rural 
areas of Texas, according to W. Pat 
Crowe, Frigidaire dealer here. 

This practice, Mr. Crowe reasons, 
helps the dealer dispose of any used 
merchandise that may come into his 
hands, enables him to offer really 
competitive prices, and paves the 
way for sale of a new refrigerator 
sometime in the future to replace 
the rebuilt unit. 

Price is the primary consideration 
with many farmers, for they have 
been exposed to the idea of cut-price 
merchandise for much of their lives, 
Mr. Crowe contends. Also, having 
never had contact with electric re- 
frigeration, they are often prone to 
take it for granted that a refrigerator 
is a refrigerator, regardless of make. 

While Mr. Crowe firmly believes 
that the farm market is well worth 
invading, he warns that success in 
this field can be achieved only after 
careful, thorough cultivation. 


“You have to work right with the 
farmer-customer if you are hopeful 
of getting any place at all,” Mr. 
Crowe asserts. “To sell him, you 
must get right out and talk to him, 
you can’t wait for him to come and 
see you—that is, unless he is in the 
habit of making your place of busi- 
ness one of his regular shopping 
stops.” 

The rapid spread of frozen food 
locker plants, says Mr. Crowe, has 
been a help rather than a hindrance 
to the retailer of household refrig- 
erators, for the farmer’s wife now 
needs a place to keep the foods she 
brings home from her locker. 


Sells, Delivers, Installs 
Range In 29 Minutes 


CORNELIA, Ga.—E. W. Carring- 
ton, district manager for Georgia 
Power Co., accepted a challenge and 
won a sale one recent Saturday after- 
noon by selling, delivering, and in- 
stalling an electric range in a pros- 
pect’s home within the space of a 
busy half-hour. 

“If you can install an_ electric 
range in my home within 30 minutes, 
I'll buy one!” the prospect challenged. 
Mr. Carrington’s answer was to rush 
the man (whose home was already 
wired for a range) into the show- 
room, help him select a range, hail a 
passing-by delivery truck, load up 
the model, take it out to the pros- 
pect’s home, and connect it for use 
—just 29 minutes from the time the 
challenge was made. 


Wins 6-Foot Refrigerator 
In Ice Guessing Contest 


MILWAUKEE—In a contest con- 
ducted by Hills Dry Goods Co., Inc., 
to call attention to its electrical 
appliance department, customers 
were invited to guess the weight of 
a giant ice cube which had been 
frozen in a 1940 Frigidaire and 
placed in the window. 

Guesser closest to the exact weight 
was the winner of a 1940 6-foot 
refrigerator. Entrants were required 
to deposit their estimates at the 
Store’s balcony appliance depart- 
ment. The stunt created considerable 
store traffic. 


Keeps Permanent File 
Of Promotion Results, 
Revamps Best Ideas 


ALBANY, N. Y.—Rehashing old 
ideas on sales promotion pays out 
for Central Appliance Co., General 
Electric and Philco dealer here. 
C. E. Lamkins, manager of the store, 
keeps a file of every promotion idea 
he tries, adds new ones, and then 
pulls one out of the hat to increase 
sales. 

“Some work for a while and then 
go flat,” Mr. Lamkin says. “But in 
our sales promotion file we have a 
record of the results of each promo- 
tion. If it worked once, we may try 
it again. In the first year we 
were in business we built store traffic 
up by promotion stunts—letters on 
specials, brochures on radios, and 
other mail pieces, designed to bring 
people in. One of our _ radio 
brochures resulted in 18 sales the 
day after mailing.” 

Keep trying promotion, and even 
if some falls flat, you can build up 
a backlog of sales information that 
can be used over and over again, 
Mr. Lumkin has found. 


Sales During Month Drop 
In Omaha, Council Bluffs 


OMAHA, Neb.—Sales of refriger- 
ators by dealers in Omaha, Council 
Bluffs, and rural territory dropped 
off slightly in May as compared to 
the same month last year. Sales for 
the five-month period this year, how- 
ever, showed increases over that 
period in 1939. 

In Omaha, May sales amounted to 
884 units, compared to 956 in that 
month last year, but five-month sales 
were 3,703 compared to 2,655 in that 
period last year. Council Bluffs 
showed an increase in the period 
from 372 in 1939 to 437 in 1940. 
Rural sales in the same period rose 
from 324 in 1939 to 494 this year. 


Comparative appliance sales figures 
for May, 1939, and May, 1940, and 
for the five-month periods are: 

Five Five 
May, May, Mos., Mos., 
1940 1939 1940 1939 


Refrigerators 1,218 1,231 4,634 3,351 
Ranges 119 114 307 #226 
Water Heaters 84 65 163 103 
Roasters 58 45 200 180 
Washers 393 418 2,021 1,819 
Ironers 34 30 231 235 
Vacuum Cleaners 341 252 1,474 1,214 
Radios 742 868 5,616 5,389 


More Frigidaire Space 
for Storage in Dallas 


DALLAS, Tex.—Local branch of 
Frigidaire will occupy 5,000 sq. ft. 
of floor space in the addition to the 
Koon-McNatt Storage & Transfer 
Co., it was announced by Marvin 
Bates, Dallas manager. Complete 
addition, costing $100,000, will pro- 
vide 125,000 sq. ft. additional space. 


Gamble Store, Eau Claire, In New 
Location With Larger Quarters 


EAU CLAIRE, Wis.—The Gamble 
store here has moved from 315 S. 
Barstow St. to larger quarters at 
303 S. Barstow St. William A. 
O’Keefe has been manager of the 
local store since 1929. 


Herber Bros., Conditioning Firm, 


Moves To New Dallas Building 


DALLAS, Tex. — Herber Bros., 
which handles air conditioning equip- 
ment and a complete line of evapora- 
tive coolers, has moved to a new 
building at 408 S. Harwood. 


Home Furnishings Store 
With Draperies and Floor Coverings 
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Mixes Up Refrigerators 


OAKLAND, Calif.—Does the mod- 
ern electric refrigerator fit properly 
into the scheme of things in the 
modern American home? 

The Home Beautiful store, a home 
furnishings shop in downtown Oak- 
land, is convinced that it does. For 
when this shop recently added a line 
of refrigerators, and displayed them 
in attractive settings against some 
of their sample draperies and floor 
coverings, the immediate public re- 
sponse was—in the words of Man- 
ager Dick Martin—‘nearly 100% in 
excess of what we had expected.” 

This experience sold Lloyd Silver 
and Bill Heider, owners of the store, 
on the idea that home beautification 
was as important in the kitchen as 
in the parlor. And the Home Beau- 
tiful store has found that the stylized 
modern appliances help sell other 
home furnishings just as much as 
those same home furnishings help to 
sell the appliances. 

Mr. Martin has no fears that the 
much-talked-of saturation point in 
electric refrigeration sales will be 
arrived at for a good many years 
to come. The trend for refrigeration, 


he believes, is just like the trend for 
many other things in the home. 
Women, he reasons, constantly want 
new and improved ideas, new styles, 
new furnishings, and new appliances. 


Westinghouse Promotes 
Jewell In Agency Sales 


EAST PITTSBURGH, Pa.—James 
H. Jewell has been appointed man- 
ager of agency sales for Westing- 
house Electric & Mfg. Co. This 
department is responsible for the 
company’s apparatus products sold 
through distributors. 


Mr. Jewell enrolled in the Westing- 
house graduate course in 1920. 


After returning to East Pittsburgh 
in 1938 as manager of the public 
works and communications sections, 
Mr. Jewell was shortly transferred 
to Philadelphia as manager of 
agency sales of the middle Atlantic 
district. In 1939 he came back to 
East Pittsburgh as assistant man- 
ager of the agency sales department. 
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When you buy refrigerants—make sure you get 
the vital three-point protection that only Virginia 


1 — Laboratory analysis of all Virginia refriger- 
ants before shipment. 
2 — Individual inspection of every Virginia cylin- 


3 — Tamper-proof sealing of every cylinder with 
a red cellophane cap—your guarantee that the re- 
frigerant you buy reaches you in the same condi- 
tion it leaves our plant. 
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G-E Workers In York 
Plant Vote C.1.O0. 


YORK, Pa.—Employes of the York 
plant of the General Electric Co. 
have voted the C.I.0.’s United Elec- 
trical, Radio & Machine Workers of 
America as their bargaining agent. 

Seventy-one of the 108 votes cast 
favored the C.I.O. union. Twenty- 


nine votes were for the Loyal Work- 
ers Union, an independent union, and 
eight for ‘no union.” 


More than 20 years of high rep- 
utability...in every kind of refrig- 
eration service. ..has established 
the name ‘’GR-LIPMAN’’as a BUY 
word that breaks down sales 
resistance. Make this reputation 
your sales asset...for greater 
profit and better cus- 
tomer satisfaction. 


GENERAL REFRIGERATION CORP. 
Dept. AC-1, Beloit, Wisconsin 


E22 << 


New 16-page Manual 


Illustrated suggestions for cutting, 
bending and flaring small diameter 
copper tubes. Ask for copy. 


THE AMERICAN BRASS CO. 


FRENCH SMALL TUBE BRANCH | 
General Offices) Waterbury, Conn. 


pe 
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Mills Condensing Units 


By Mills Novelty Company 
4100 Fullerton Ave., Chicago, Ill. 
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No Joints! No Leaks 


This Rome Jointless Water Cooled 
Condenser is a typical example of 
Rome’s ability to provide trouble 
free condensing equipment. Rome 
Water Cooled Condensers are used 
by many leading compressor manu- 


facturers. Write for 


information. 


ROME-TURNEY 
RADIATOR COMPANY 


222 Canal Street 
ROME, N. Y. 
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Daily Stocking of Cars, 
Systematic Callbacks, 
Are 2 Key Methods 


By Robert M. Price 


BALTIMORE—Making every serv- 
ice man in the organization an 
aggressive salesman of replacement 
parts, Reliable Service Co. here did 
a better than $50,000 service busi- 
ness last year. This year, with the 
addition of a commercial refrigera- 
tion sales department, that figure is 
likely to be doubled, according to 
Harry Eklof, head of the firm. 

“In this business,’ Mr. Eklof said, 
“if you don’t have men who can 
sell as well as service, there’s no 
money in it.” To make every service 
call a sales stop, each of the eight 
outside service men has a complete 
stock of fast-moving parts in his 
car. 


$20 TO $60 ADDED 


“This arrangement encourages the 
sale of such parts as latches, belts, 
gaskets, and hinges right on the 
job,” Mr. Eklof_ explained. "EG 
enables the service man to catch 
the customer while ‘the sales time 
is ripe.’ As a result our men bring 
in from $20 to $60 a day through 
selling parts instead of collecting 
much less than that for service 
alone.” 

The parts stock in the service 
men’s cars is replaced daily, so that 
no time will be lost in making sales 
due to depleted stocks. Big prob- 
lem, according to Mr. Eklof, is get- 
ting service men who can and will 
sell. He says that about one out 
of 15 service men he contacts fits 
the service-selling plan. 


HOW WORK IS SPLIT 


No special bonus inducement is 
given to service men for sales. All 
are on salary, work from 8:30 to 
5:30 each day, and rotate on Sunday 
and night assignments. The terri- 
tory has been divided into five city 
zones, one refrigeration service man 
being assigned to each zone. One 
installation man works in all zones. 
Another man takes care of washing 
machine repairs. The company car- 
ries a large stock of washing 
machine parts, having an exclusive 
set-up in Baltimore on Easy and 
Apex washers. 

Bulk of the refrigeration service 
work is done on a contract basis 
with large department stores. This 
contract calls for a flat rate per 
unit per year, including service and 
installation. After the store’s origi- 
nal service guarantee expires, Reli- 
able Service Co. stocks necessary 
parts and continues the _ service. 
About 30 department stores are now 
under contract. 

With the bulk of refrigeration 
repair work coming in from contracts 
with large outlets, the flow of busi- 
ness is more even, according to Mr. 
Eklof. Also, because he keeps per- 
sonal contact with all his service 
clients, Mr. Eklof has not found it 
necessary to put much emphasis on 
promotion or advertising in getting 
and increasing service business. 


SERVICE MAN IS COLLECTOR 


The collection problem on service 
work has been minimized by put- 
ting all work on a C.O.D. basis as 
far as the individual customer is 
concerned. For service and parts 
the deal is strictly “cash on the 
barrelhead,” with the service man 
as collection agent. 

For the company’s large number 
of service accounts (2,000 Kelvinator 
users alone were added last Septem- 
ber) a policy of calling back on a 
repair job rather than spending too 
much time on one call is employed. 
“We don’t require out men to ‘live’ 
with a job until it’s absolutely 
perfect,” Mr. Eklof explained. ‘We 
consider this an unnecessary time 
waster and it cuts down the number 
of calls per day per man to a 
great extent. We want them to do 
a good job fast. The number of 
call-backs resulting from this sys- 
tem is surprisingly small.” 

Very complete records on customer 
accounts and service calls are kept. 
Service men are required to make 
out full reports on every call, giving 
nature of complaint, repairs made, 
materials used, and time on the job. 
Collections made are also recorded 
for each job. 


‘Sell’ 


Service Work 


Harry Eklof, 


head of Reliable Service Co., 
“telephone contact” with one of his service clients. 
is the visible file index of the firm’s many customers. 


Baltimore, making a 
Behind Mr. Eklof 


Service Co. 


Repairs on all electrical appliances are done in the shop of Reliable 


Shop repair men (shown above) work on repairs not 
completed in the customer’s home by the firm’s outside service men. 


A cardex system is used for 
contract service customers. Model 
number, serial number, and date of 
sale of the appliance appears in this 
file. Different colored cards indicate 
the type of appliance. This system 
makes it easier to keep parts and 
repair records for each account. 


WHAT’S IN THE FILE 


Another file keeps a record of 
every service call for six months 
back. This file carries a full report 
on every call, is in alphabetical order, 
and is cross-indexed with the cardex 
file. The system gives the complete 
record from initial call for service 
to the completed job, including col- 
lections. It serves as a credit check, 
and keeps track of all parts used 
and work done by each service man. 


The firm has a large repair shop 
where service work on all appliances 
is done. Although refrigeration work 
is completed in the customer’s home 
as far as possible, the shop is 
equipped to take care of all repairs. 
It is equipped with an _ electric 
dehydrating oven, spray booth, and 
machine equipment for motor repairs. 
Three service men are employed in 
shop work. 


IN THE USED MARKET 


Large household refrigerators, in 
capacities from 15 to 18 cu. ft., are 
completely reconditioned in the shop 
and sold as storage cases for small 
retail stores. These units, picked 
up directly from users who bought 
smaller or wanted newer models, 
have found a ready market, Mr. 
Eklof revealed. More than 75 of 
these jobs have been reconditioned 
and sold. 


This spring the firm was appointed 
distributor for Kelvinator commer- 
cial equipment. Applying the sales 
methods learned in the service opera- 
tion, 25 pieces of commercial equip- 
ment were sold in the first month. 
Three commercial salesmen were 
added to the firm’s personnel. 


Some of the commercial jobs have 
come from catering to special needs. 
Special cases for the display of 
Baltimore’s famous fishfoods, built 
by a manufacturer turning out work 
to specifications, have been sold on 
this made-to-order policy. 


W. A. Green Opens Branch 


DALLAS, Tex._-W. A. Green Co. 
has opened a_ suburban electrical 
appliance store at 3209 Knox St. 
H. P. Reynolds is manager. 


Wolverine Tube Offices 


Becomes Meeting Room 


DALLAS, Tex.—The Lone Star 
chapter of the Refrigeration Service 
Engineers Society has accepted the 
invitation of Wolverine Tube Co. to 
hold all of its future meetings in the 
Wolverine offices here. The Wolver- 
ine company was first host to the 
chapter on June 1. 


The Lone Star group recently 
nailed another plank in its patriotic 
platform (it recently voted to have 
all members keep on the lookout 
for subversive activities, and to re- 
port any such activities to the 
Federal Bureau of Investigation) by 
amending its constitution to restrict 
membership to American citizens. 


Mansfield Plant Has 
New 1,000-Ft. Bridge 


MANSFIELD, Ohio—An industria] 
bridge nearly 1,000 feet long, 
believed to be the largest of its type 
in the United States, has been placed 
in operation at the Mansfield plant 
of Westinghouse Electric & Mfg. Co. 

Housing three lines of conveyors 
for connecting the main Westing- 
house plant and the company’s 
vitreous enamel plant more than 
two city blocks away, the bridge 
will result in a better flow of produc- 
tion, reports L. E. Osborne, manager 
of manufacturing and engineering 
of the merchandising division. 

It eliminates the hazards of 
enamel chipping due to trucking 
and handling under the previous 
method of transportation, and effects 
savings in factory costs that will 
return the investment within three 
years, Mr. Osborne says. 

Entirely enclosed by metal siding 
and continuous windows on both 
sides, the bridge is 20 feet wide and 
13 feet high at its highest point. 
It is 30 feet from the ground where 
it enters the third floor of the main 
plant, and 22% feet from the 
ground at the enameling plant. 

In addition to the three lines of 
conveyors, used to carry range and 
refrigerator bodies and parts from 
the metal stamping department to 
the enameling plant and back to the 
assembly departments, the bridge 
includes a 6-foot aisle for electric 
trucks and pedestrians. 

One conveyor is of the belt type, 
and can run either direction at a 
speed of 40 feet a minute. The other 
is an over-and-return overhead chain 
conveyor, with carrying baskets. 

The new. bridge, which _ cost 
approximately $150,000, replaces a 
fleet of trucks which previously were 
used between the two buildings. 

When Westinghouse’s recently an- 
nounced expansion program, costing 
more than $500,000, is completed 
this fall, parts will be stamped in 
the new metal stamping building, 
enameled in the adjoining vitreous 
plant, and carried to the assembly 
lines by the new bridge. When 
completed, the expansion program 
will increase the plant’s household 
refrigerator production capacity by 
one-third, it is said. 


Beverage Service Co. 
Opens New Store 


DALLAS, Tex.—Beverage Service 
Co., which handles Westinghouse 
and Mills commercial beverage 
coolers, has opened a new store at 
4501 Worth St. Simon Herzstein is 
owner; V. L. Summitt is sales 
manager. 


WERVGS + ss 


. We've designed the chatter out of SUPERIOR check 
you can definitely bank on that! 


. . . Opens and closes tightly below six ounces pressure. . - 
Minimum of pressure drop... All internal parts removable 
for soldering lines to valves, or for future inspection of 
parts, without removing valve from line. 

TRULY—A SUPERIOR CHECK VALVE 


Sold by leading jobbers everywhere . 


SUPERIOR VALVE & FITTINGS COMPANY 


- « Write for Catalog 


Smooth and silent 
Fleet’ refrigerating machines offer you a standard 
of operating efficiency that is 3 to 5 years ahead of 
the field. Ask for the new 72-page catalog. Servel, 
Inc., Electric Refrigeration and Air Conditioning 
Division, Evansville, Ind. 


COMMERCIAL REFRIGERATING MACHINES 


as a sailboat, Servel’s “Silver 


— 


UNIFORMITY 


You get it in WOLVERINE TUBING 
—Buy From Your Jobber— 


WOLVERINE TUBE CO. 


DETROIT 
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How A-P Clock Looks In Jobber’s Store 


Creamery Co. To Install 
Locker Plant System 


GRAND FORKS, N. D.—Bridge- 
man Creameries has started remodel- 
ing of its plant here to include 
installation of a refrigerated locker 
system. Johnson-Gillanders Co. of 
Grand Forks has general contract. 


325-Locker Cold Storage Plant 
Opens At Miles, lowa 


MILES, Iowa—A 325-locker cold 
storage plant has been opened here 
by Muhl Bros. Locker room of this 
plant measures 14 x 24 feet; chill 
room, 9 x 24 feet; killing room, 
12 x 20 feet; reception room, 6 x 15. 


Personal Contact Replaces Direct Mail In 
Harrisburg Jobber’s Sales Promotion Plan 


By Robert M. Price 


HARRISBURG, Pa.—Using a per- 
sonal contact system as a substitute 
for a direct-mail approach, Refriger- 
ation Supply Co., jobber here, covers 
a territory of 32 counties in this area, 
contacting over 800 active accounts 
every six weeks. 

On the theory that “business is 
where you find it,” the firm has split 
its sales territory into five sections, 
and salesmen spend a week to 10 
days of concentrated sales action 
in each section. 

“We actually ‘live’ in a territory,” 


L. to R. R. D. Jones, Jr., Paul 
Bodwell, Jr., and Herbert Zeigler 


on the job at Refrigeration 
Supply Co., Harrisburg, Pa. 


Says Paul Bodwell, Jr., firm member. 
“Every account, small or big, in 
that territory is contacted personally. 
We go over the section with a ‘fine- 
tooth comb’ keeping active accounts 
alive, bringing dead accounts to life, 
and adding new accounts.” 

On every trip the salesmen carry 
& hew item or some special item. 
These specials are designed as door 
openers. It may be only a 50-cent 
item, but it often serves to start an 
account that will lead to larger sales 
on the next time around. Salesmen 
also carry belt hooks to give to 
customers or prospects. When these 
hooks are left, it is understood that 
they will be kept filled. This has 
Proved to be another valuable leader 
item, according to Mr. Bodwell, from 
which larger sales can be built. 


Aggressive selling keynotes the 
Sales policy on the road and in the 
Store. “We select good lines and 


_ make them work,” Mr. Bodwell says. 


Since the store was opened not a 
major line has been changed, he 
reports. There is no duplication of 
lines when it can be avoided. This 
Policy has aided the store and road 
Salesmen in getting and keeping 


accounts, it is claimed. 

The firm employs three outside 
salesmen in its personal contact ap- 
proach. The store stocks washer and 
cleaner parts in addition to refriger- 
ation parts and _ supplies. Neat 
arrangement of stock, with parts and 
supplies tagged and binned, makes 
counter sales fast and accurate. 

An advisory service for service 
men is available to the store’s cus- 
tomers. Advice is offered on specifi- 
cations brought in or sent in by 
service men. Either Mr. Bodwell or 
R. D. Jones, one of whom is in the 
store at all times, gives this advice. 
Counter men, however, are trained 
to answer less technical questions. 

This year plans have been com- 
pleted for an addition to the store 
which will double the present space. 


Automatic Products Co. 
Uses Clock as Goodwill 
Ambassador To Jobbers 


MILWAUKEE—The A-P “clock 
of quality,” new goodwill ambassador 
for the Automatic Products Co., 
will soon hang on the walls of 
refrigeration parts and supply job- 
bers who handle products made by 
Automatic Products Co. 


Slated for widespread distribution 
among these jobbers within the next 
week or so, the new clock is finished 
in red, black, and silver, traditional 
colors of the company. 

The A-P trademark appears in 
red on the face of the clock, which 
is of the electric, wall-type, and 
measures 18 inches in diameter. 
Hour and minute hands are finished 
in glistening black, while the sweep 
type second hand is a brilliant red. 
The words “dependable products” 
appears in reverse on the wide black 
band surrounding the numerals. 


According to E. A. Vallee, vice 
president of Automatic Products Co., 
the clock also symbolizes the empha- 
sis that the manufacturer puts on 
quality production, particularly A-P’s 
advertising of the fact that 35% of 
the firm’s payroll time goes toward 
the inspection of materials and the 
testing of the manufactured products. 


‘Quietorium’ Is Sound 
Sleuth For Westinghouse 


SPRINGFIELD, Mass.—There’s a 
new word in the language of the 
industry. It’s “quietorium’” — the 
name given to the sound-proof room 
recently built at the Westinghouse 
Electric & Mfg. Co. plant here for 
use in testing refrigerator units for 
quiet operation. 


For suggesting the name in a 
contest among plant employes, Wil- 
liam Stewart, who works in the 
inspection department, was awarded 
a portable radio. A duplicate prize 
was awarded to Leon E. LaCoste, 
one of the men employed in the test 
room, who suggested the phrase, 
“the customer’s guarantee of silence.” 

The contest drew entries from 223 
Westinghouse workers. Judges were 
A. L. Atherton, superintendent of 
test and inspection; T. O. Armstrong, 
supervisor of industrial relations; 
and W. R. Mason of the advertising 
staff. 


They Help the 


L. to R. Ben Gerstein, Ed Schuster, Joe Reed, and Tony Bardy of 


Radio Service Co., Wilkes-Barre, Pa. jobber. 


To increase equipment 


sales by service men they allow service men to make “demonstration 
sales” on larger items. 


Jobber Puts Out Parts 
To Build Serviceman’s 
Equipment Sales 


WILKES-BARRE, Pa. — Working 
on the theory that the customer 
“likes to see what he’s getting,” 
Radio Service Co., parts and sup- 
plies jobber here, has increased its 
stock of larger items to allow 
service men to take this equipment 
out on “memo order.” These items, 
such as_ evaporators, condensers, 
and compressors, are supplied to 
service men so they can make 
“visual presentations” in _ selling 
new and replacement equipment. 

The plan is working out well in 
increasing sales of this equipment, 
according to Ben Gerstein, manager 
of the firm. By showing the cus- 
tomer the exact piece of equipment 
recommended for his job, the service 
man’s selling job is made easier and 
more effective, it is reported. 

Speed in taking care of customers 
is another merchandising aid, Mr. 
Gerstein believes. To speed up the 
handling of store orders, an inter- 
department communication system 
has been installed, enabling the 
counter man on the upper floor to 
relay the order rapidly to the stock- 
room man who is on duty in the 
basement. 


> 
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Air Delivery Beats 
‘Great Open Spaces’ 


PONCA CITY, Okla.—Out here in 
the great open spaces, where towns 
are as far apart as Churchill and 
Hitler, delivery of refrigeration parts 
from jobber to service man becomes 
somewhat of a problem. But James 
R. Schmitt of Ponca Electric Co. 
whipped the distance problem with 
an airplane on a hurry-up delivery 
from Macklanburg Brass & Copper 
Products, Oklahoma City parts 
jobber. 

“Schmitty” was working to finish 
up a 30-ton air conditioning installa- 
tion at the First National Bank of 
Ponca City. He suddenly discovered 
he needed a 3-inch vibration elimina- 
tor and a 14-inch hand valve. He 
didn’t have time to get the material 
by the regular means of transporta- 
tion, so he turned to a friend, a 
licensed pilot, and started him wing- 
ing toward Oklahoma City. 

He then called the supply house, 
the material.was rushed to the air- 
port, and back it went to Ponca City. 
“Schmitty” went back to work with 
only a slight delay. 

Rumor has it that Macklanburg 
Brass & Copper is in the market for 
an airport instead of a parking lot 


if this thing continues. 
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Expertly 


and high 


accurately 


engineered balance 
and air speed produces maximum refrigeration 
with excellent humidity control. 
capacity 
ultimate in efficient and economical refrigeration 
for low-ceiling market coolers. 
and honestly . .. are 
ACTUAL EXPOSED SURFACE ... and are 
guaranteed to make unnecessary the 
use of a safety factor. 
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4MUST GET A BUSH 
STANOARO PANEL COOLER 
7O TAKE CARE OF MY 


between surface 
Compact design 
combine to provide the 
Ratings are figured 
based on 


Zhe BUSH Standard Panel Cooler 


The white baked enamel finish 
Coolers is attractive, easy to clean and sanitary. 
Investigate the profit-making possibilities of these 
trouble-free, easy-to-install units in YOUR terri- 
tory. Rid yourself of service headaches 
BUSH 


and prices... and be 


installation worries. Write 
complete information 


sure to ask that your name 


mailing list for the BUSH bullETIN 
(the bullETIN without the BULL). 


of Bush Panel 
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‘Mobile’ Display Case 
Is Travelling Salesman 


NANTICOKE, Pa.—A meat dis- 
play case installed in a traveling 
meat market by Nanticoke Refriger- 
ator Manufacturers, maker of “Cold- 
Flow” display cases, solved the 
storage problem for the mobile mar- 
ket owner and became a valuable 
advertising medium for this manu- 
facturer’s made-to-order cases. 


The case was built to order to fit 
the market owner’s truck, fitting 
crosswise in the serving compart- 
ment so that it is easily accessible 
for serving customers on house to 
house tours. The rear of the truck 
has glass display windows for dis- 
play of groceries or other products 
carried on the truck. Steps lead 
from the rear of the truck to the 
interior of the traveling store. 


On one side of these steps in the 
rear of the truck is the lighting 
equipment. On the other side is the 
%-hp. compressor for the display 
case. The compressor is housed in 
a space with glass windows showing 
to advantage the equipment installa- 
tion. 


Inquiries from other market owners 
desiring display cases to fit special 
needs or space requirements came as 
a direct result of this traveling 
installation, according to George 
Yatsko, owner of the manufacturing 
firm, and several sales were said to 
have followed these requests for 
information. 


SPORLAN 
+r VALVES 


Five. UNIT COOLERS 


For the Larger Refrigerator 


RAME -TRENTON CO. 


TRENTON, N. J. 


(1) The gentlemen with the steins 
lifted in unison who are taking life 
easy while a contestant in the Mueller 
Brass Co. soldering contest bends to 
his work are George Mathews, 
Brunner Mfg. Co., and Oscar Heide, 
Complete Refrigeration Service Co., 
Chicago. 

(2) Fred Roth (left) who claimed 
he hadn’t had a soldering iron in his 


‘Accent On Fun’ At Airo Supply Co.’s Fift 


hands for 5 years won the soldering 
contest in a photo finish with Paul 
La Marca (right) who completed his 
work just 1 second later than Fred. 

(3) Mrs. Bob Mitchell and Mrs. Jim 
Lawyer watch Mrs. Karl Bergquiest 
finish off a bottle of pop. Standing 
at the right is Mrs. Jim Hughes, and 
the little lady on the bench is Mary 
Ellen Lawyer. All the women are 


wives of Airo Supply Co. employes. 
(4) Mr. and Mrs. Al Fine, the twins, 
and Al Fine, Jr. (5) Not to be out- 
done by his wife (who won a sack 
race for women) Lester Murphy, 
Refrigeration Maintenance Co., en- 
tered and won a sack race for men. 
(6) Richard Bournaville, Bourna- 
ville Refrigeration Service, in “run- 
ning togs” for the first sack race, 


h Anniversary Picnic 


which he won. (7) Mrs. E. P. 
Sorenson, Mel Knight, Mrs. Walter 
Honeychurch, Dick Hendrickson, Mrs. 
Ruth Knight, and Walter Honey- 
church. 

(8) Loretta Murphy after winning a 
sack race. (9) Lots of the picnickers 
were contented just to do some sittin’. 
(10) Mr. and Mrs. George Mathews 
find an enjoyable way to cool off. 


Schneider Heads Milcor 
Heating & Ventilating 


MILWAUKEE—Milcor Steel Co. 
has named George Schneider man- 
ager of its newly organized heating 
and ventilating division. Mr. Schnei- 
der has been connected with the 
Milcor company for 20 years. 


Cetwicemen 


cetera 
“MASTER | 

SERVICE | 
MANUALS | 


HOUSEHOLD 
REFRIGERATION 


This 


Troery of Retrgeranen— Principles of Retrigereton 
Common Retigerants — Condensing Unite 
Motere 


in simple terms. 


Price $1.00. 


Price $1.00. 


Conventional, Majestic 


144 pages. 


Majestic 
Welsbach. 


MANUAL NO. 4—Service 


Business News Publishing Co. 
5229 Cass Ave., Detroit, Mich. 


[] Enclosed find check. 


Company 


Address 


use these manuals— 


With a world of background of practical 
experience, and as an instructor in schools 
in the 
Newcum has here produced a series of 
four manuals that are being used daily 
by service men everywhere. 


series consists of four manuals. 
Price $1.00 per copy. They may be bought 
singly or as a series, from your jobber— 
or order direct 


A brief outline of the series follows: 


MANUAL NO. 1—The theory and principles of refrigeration explained 
Characteristics of common refrigerants. 
and operation of the major parts of a household refrigerator. 


MANUAL NO. 2—Diagrams show how to distinguish the difference 
hetween the fundamental types of systems. 
regarding the proper methods of installing and servicing each type. 
A comprehensive guide for all the popular makes. 


MANUAL NO. 3—Detailed data on methods of servicing several special 
refrigerators including Allison, ElectrICE, Holmes, U. S. Hermetic, 
Hermetic, 
Price $1.00. 


information on 12 makes of household 
electric refrigerators including Absopure, Apex, Atwater Kent, Coldspot 
(Sunbeam and Sears), Copeland, Dayton (Niagara), Fairbanks-Morse, 
Graybar Ilg-Kold, Iceberg, Liberty, Rice, Servel. 


Gentlemen—Please ship the following books: 


["] Manual No. 1, [] Manual No. 2, () Manual No. 3, (| Manual No. 4 
[] Ship C.O.D. and | will pay the postman. 
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everywhere 


refrigeration industry, K. M. 


(see coupon below). 


Construction 
144 pages. 


Detailed instructions 


128 pages. 


Socold, Iroquois, and 


128 pages. Price $1.00. 
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Chicago Jobber Plays Host To 750 
At Big Refrigeration Outing 


CHICAGO—In one of the biggest 
gatherings “for fun” of members of 
the industry ever seen in these parts, 
750 refrigeration service engineers 
and others engaged in various divi- 
sions of the refrigeration industry 
gathered on the shores of Camp Lake 
in Wisconsin for the Fifth Anniver- 
sary Picnic of the Airo Supply Co., 
Chicago refrigeration parts and 
supply jobber. 

The picnic was held on a Sunday, 
but a number of the guests arrived 
Saturday night and “camped out” on 
the grounds. Ted Nokell of Chicago 
arrived in the luggage compartment 
of a business coupe. Henry Marshall 
of Hank’s Refrigeration Service ar- 
rived early, responded to a service 
call 12 miles away, came back later 
to enjoy the fun. 

In addition to games which are 
traditional to picnics, the crowd was 
also entertained by a soldering con- 
test for service engineers staged by 
Mueller Brass Co., which resulted in 
a “blanket finish,” only 3 seconds 
separating the completion times of 
the top three men. 

Fred Roth of All-Makes Refrigera- 
tion Service, Chicago, won the first 
prize—a Mueller hermetic service 
valve kit—completing his project in 
10 minutes 22 second. Paul La Marca 
of National Refrigeration Service, 
Chicago, was second, just 2 seconds 
slower; and 1 second behind him was 
Walter Martins, Walter’s Refrigera- 
tion Service, Cedar Lake, Ind. 

Other contestants were W. F. 
Zoelmer, Zoelmer Refrigeration Serv- 
ice, Chicago; Alex Erschik, Hilden- 
brand Refrigeration Service, Chicago; 
and Charles Penrod, Penrod Refrig- 
eration Service, Bluffton, Ind. 

Led by Ed Haske, refrigeration 
specialist at Stewart-Warner, a ball 
team of service men _ representing 
Illinois defeated a team of service 
men from Wisconsin and Indiana, 
winning a $5 prize contributed by 
Chicago-Wilcox Co. They were im- 
mediately challenged by a team 
representing Refrigeration Mainte- 
nance Co., Chicago, for a $15 stake, 
and again emerged victorious. 

Sack races (standard at picnics) 
were won by Richard Bournaville, 
Bournaville Refrigeration Service, 
Chicago; Harold Kearey, Common- 
wealth Edison Co.; and Lester Mur- 
phy, Refrigeration Maintenance Co. 

Three sack races were held for 
the women, and were won by Lillian 
Trakes, Abbott Refrigeration Co.; 
Edna Drewes, Drewes Refrigeration 
Co.; and Loretta Murphy, Refrigera- 
tion Maintenance Co. 


William Erschik of Hildenbrand 
Refrigeration Service won a travel 
clock contributed by Rotary Seal Co. 
for guessing that the number of 
Mueller fittings in a gallon glass jar 
totaled 442. There were actually 443. 
The gate prize for the day, a pen 
and pencil set, was won by Henry 
Steinbach of Steinbach Refrigeration 
Service. 

Leo Roth, All-Makes Refrigeration 
Service, won the horseshoe pitching 
contest, defeating his co-worker, 
Percy Bossert. 

Quick tabulations taken at the end 
of the day showed that the crowd 
consumed 1,000 hot dogs; 1,056 
bottles of pop; 2,160 steins of beer; 
and 40 pounds of popcorn. During 
the afternoon, Al Fine, Chicago 
representative for Kerotest, treated 
all visitors to ice cold watermelon. 


Joseph Bergman Opens 
Appliance Shop 


WESTFIELD, Mass. — Bergman 
Electrical Appliance Co. has been 
opened for business at 238 Elm St. 
with Joseph Bergman as proprietor. 
The company handles Hotpoint, Cros- 
ley, and Sun-Ray products. 


War Work Cancels 
G-E Vacations 


LYNN, Mass.—The annual summer 
“shutdown” of General Electric’s 
River Works plant here, intended to 
give the plant’s 5,000 employes a 
simultaneous two-week vacation, was 
canceled by the management July 15. 
The shutdown was_ scheduled to 
start July 19. Some employes of the 
company’s West Lynn plant also 
were affected by the cancellation 
move. 


Manufacture of “equipment for 
the government’s defense program” 
forced the cancellation of this paid 
vacation period at this time, ex- 
plained Nelson J. Darling, plant man- 
ager. Instruments, tools, tool-making 
machines, and airplane superchargers 
are “on order” at G-E. 

In announcing the _ cancellation, 
the management appealed to workers 
to “appreciate the importance of their 
roles in the nation’s defense plans.” 
To compensate employes for dis- 
ruption of their vacation plans, the 
company will pay them a month’s 
wages for the two weeks of work, 
Mr. Darling stated. 

Albert Coulthard, business agent 
for the United Electric & Radio 
Employes’ Union, a CIO affiliate, 
said union officials had concurred in 
the management’s decision to cancel 
the vaction period at this time. 


‘| WONT BUY A GAUGE 
WITHOUT THE RECALIBRATOR !* 


HAT has been the attitude of many service men since 

the RECALIBRATOR feature was incorporated in Marsh 
Gauges, Thermometers and Recorders. Experience and 
laboratory tests have shown that when a bourdon-tube 
instrument is knocked out of adjustment the mere re- 
moving and re-setting of the pointer at one point on 
the scale, does not correct it throughout the entire range. 
The Marsh RECALIBRATOR gets at the heart of the 
trouble, however. By simply turning the RECALIBRATOR 
screw (see illustration) the distortion of the bourdon tube 
is compensated for and this recalibrates the instrument 
Gauges and dial thermom- 
eters with this feature cost little more than the ordinary 
It is an exclusive Marsh feature. 


throughout its entire range. 


kind. 


Ask for the big refrigeration catalog covering this 


and other Marsh betterments. 


JAS. P. MARSH CORPORATION 
Chicago, Ill. 


2067 Southport Avenue 
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ee ag ae tn Functions of the Various Parts In Fig. 3—The 3-Piece Combination 
Se car Counter-Type Ice Cream Freezers 
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MFG. COMPANY 
Galesburg, Illinois 


For Information on Motors 
FOR ALL TYPES OF 


Air Conditioning and 
Refrigeration Equipment 


ic Corporation 


ST LOUIS, MO 


6444, PLYMOUTH AVE 


Precision built for 
efficient operation. 

GALE PRODUCTS 
1635 Monmouth Blvd. Galesburg, Tl. 


Add to Your Product the 
Reputation of | 


PE NN Controls 


Write for Catalog 


PENN ELECTRIC SWITCH CO. 
GOSHEN, INDIANA 


Condensing Units for every 
commercial refrigeration 
and air conditioning re- 
quirement .. . Also 


Construction and Use of Freezer-Head Explained 


Editor’s Note: This is the third instalment in a series of 
articles on the design, application, and servicing of low temperature 
mechanical refrigeration equipment in everyday use by various 


types of retailers. 


First part of the series takes up counter freezers, and in 


this week’s 
counter freezers. 


instalment are described the various parts of 


By Arch Black and Dean C. Seitz 


The process of making ice cream 
can be broken down as _ follows: 
1. The Mix. 2. Freezing. 3. Hard- 
ening. 

To meet all the operations it is 
necessary to have refrigerated equip- 
ment as follows: 

A Mix Compartment—to store the 
mix. 

A Freezer—to freeze the mix. 

A Hardening Cabinet—to harden 
the mix. 

A Dispensing Cabinet—to dispense 
the finished ice cream. 

Whether these be individual units, 
combinations, or all assembled to 
one self-contained unit, each has a 
definite function to perform. 

Fig. 2 illustrates the “Freezer.” 


then refrigeration is necessary to 
lower it to 40° F. or below. This 
refrigeration is then usually supplied 
by a separate storage cooler and 
the amount necessary will vary with 
the temperature of the mix when put 
in storage. 

If the temperature of the mix is 
60° F. when put in the cooler, the 
refrigeration required to pre-cool it 
to 40° F. is approximately 75 B.t.u. 
per gallon. 


2. “FREEZER HEAD” 


The freezer is one of the most 
important parts of the ice cream 
plant. Here the mix receives its first 
stage of the freezing process and 
the air incorporated (overrun). 


P. ackaged air conditioners. This may be purchased as a self- , . 
Iter P ° contained unit with a condensing ie ; porte alg * “ore 
Mrs. unit or the condensing unit may be , ‘ 

fi RTIS Established dasher is placed. The cylinder is 
~ Cu IGERATION 1854 installed remote and in such event surrounded by a jacket which may 
ga be cooled either by passing brine 
cers ; — through it in the case of a brine-type 
tin’. Curtis Refrigerating MachineCo. Fig. 2 Fi reezer Assembly freezer, or refrigerant in the direct- 
ying Division of Curtis Manufacturing Co. expansion type. 


| of gears and may be placed on the them, including the 
, S frame of the machine or belt driven. - - 
Function of the Freezer: The hard to get” ones. 
freezer has been constructed for the Quick service by mail 
purpose of more economical handling 
and production of better ice cream. or at our 12 big « 
: To produce the latter it is necessary b e 
ner , i : ranches. 
Ai? a o,ne that the solids in the mix, when 
et Valves and Fittings frozen, be not too close together. 
The dasher or agitator is so con- 
. The ‘ta6° a ia structed and revolves in such a way Write for our big catalog. it’s FREE. 
Gillan ndaus . that air may be incorporated into the 
. be aed . was during the freeming oresses to Please use your letterhead. We sell wholesale only. 
te the solids and eliminate a 
the otest Manufac uring Co. yen cag TH | NEW YORK NEWARK 
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ars Ice cream counter freezer unit. A good definition is “an infinite capacity for 
WwW C | , Fil taking pains.” The now commonplace electric lamp 
on, ater coolers —— liters the space below the “freezer head” required 9,000 experiments before a practical fila- 
arg Cafeteria — Industrial frequently is utilized as the mix et was Sevtaaee, The world Ph ect ae at 
é s “ ’ e “ ” 
eir storage compartment. Freezer son’s genius; he knew that “patience” was a 
5.” gcammersial oe mee heads” may also be obtained less the iii better word. 
is- Fil ge “a ° + —_ oo, iat . It takes the genius, or the patience, of a wide 
he iltrin . Co. e hardening cabinet may be a range of workers to make the tiny fittings which 
h’s em g Co . Broo yn,N Y. Separate unit with or without con- make automatic refrigeration possible. 
“k densing unit or it may be a combina- 
’ . ‘ , : a Each man and woman, employed by Common- 
tion hardening and rear = wealth, to make the fittings “Built Right to Stay 
nt net or hardening cabinet with mix Tight” is encouraged to develop his or her genius 
lio storage compartment. Fig. 3 illus- for accuracy and precision and to cooperate with 
te, trates a freezer-hardening cabinet- other workers who strive, constantly, for perfection. 
: - i bination. One of 
-" y BELTS. my boise glen cece is The result of this genius is exemplified in the 
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Silent, vibrationless, de- : that of freezer, mix compartment, pag ngy Ping Page on Pr " caeuae ae ae 
= pate ae lowines 4 hardening cabinet, and refrigerating dispersed all over the world. 
sihscauns: A Bh ae 4 machine all in one unit—assembled 
tributo® curclés & some : ready to be connected to the power For complete catalog of Commonwealth 
lines. In some cases the hardening fittings for refrigeration, write 


1912 Kienlen Ave., St. Louis, Mo. 


plete stock for appliances — 
and machines. 


THE DAYTON RUBBER. 
MFG. CO., DAYTON, ORIG 


we to Workts tec, 
New orks Ppular 


HOTEL may be frozen immediately. When * DURABLE 
this is the case no refrigeration is 
* LI Po co L ‘a required to pre-cool it. The only * DEPENDABLE 


44™T0 45™ STS. AT B™ AVE. 


1400 rooms from $3. 
Each with Private 


Bath, Servidor and j 
Radio. Four fine res- , 


taurants, ac 
claimed for su- 
Pperior service ff 
and cuisine 


MARIA KRAMER, rresident 
JOHN L. HORGAN, Gen, Mer 


IN THE CENTER OF MID-TOWN NEW YORK 


cabinet can be used for dispensing 
merely by adjusting the temperature 
to suit dispensing after the harden- 
ing process. 


Functions of the Respective 
Sections 


1. THE MIX COMPARTMENT 


In many cases the mix is delivered 
already cooled low enough so that it 


refrigeration then required is that 
necessary to hold the mix compart- 
ment at a temperature of approxi- 
mately 40° F. 

This is a comparatively very light 
refrigeration load and while several 
methods are used the most common 
is either by conduction from the 
hardening compartment or by merely 
extending the tubing that may form 
the evaporator of the hardening 
section into the mix compartment. 

When the mix is made by the 
owner of the counter freezer instead 
of furnished all ready and pre-cooled, 


A separate electric motor drives 
the dasher through a shaft and set 


Showing scraper blades and 
beater. 


Here the freezer head, hardening cabinet, and mix storage compartment 


are all combined in a single unit. 


Such a unit may be self-contained, 


or hooked up to a remote compressor. 


and be entitled to certain feature 
claims, the basic principles of opera- 
tion are similar. 

Fig. 4 illustrates a typical dasher. 
Similar to all it is divided into two 
main sections, the scraper blades and 
beater. Theoretically, it accomplishes 
three functions. 

(a) By means of the scraper 
blades, which should be _ properly 
fitted to the inner chamber wall and 
kept sharp, with no burr or feather 


edge on the back of the blades, rapid 
transmission of heat is obtained, 
which prevents the mix from stick- 
ing on the cold walls. 

(b) The incorporation of air is 
theoretically accomplished largely 
by the beater. 

(c) Because of the construction the 
dasher also acts as an_unloader. 
By this is meant that it works the 
semi-frozen mix toward the front of 
the freezer, where it is drawn off. 
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thousands of 


rm IN COMMONWEALTH BRASS CORP. 


Commonwealth at Grand Trunk RR. 
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Detroit, Mich. 


* EASY TO INSTALL 
%* MORE EXACT REPLACEMENTS 


* PROFITABLE 
ASK YOUR RANCO JOBBER 


mCO INC. — 
COLUMBUS, OHIO 
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COMPRESSORS 
g FOR EVERY 
COMMERCIAL 

PURPOSE 
Write for catalog 
Merchant & ; & Evans Co. 


PIILADEL PASE. nan’. 


ME 


EST.1BE6 


The Most Accurate Control 
Valve for Small 
Capacity Systems 


The ‘“‘TK’’ Thermo Valve 


Alco Valve Co., St. Louis, Mo. 


June Sales of More Than 14,000 Condensing Units 
For Individual Applications Reported By Nema 


Baker Ice Machine Co., Inc., Brunner 
Mfg. Co., Carrier Corp., Crosley Corp., 
Frigidaire Div.. General Motors Corp., 
General Electric Co., Gibson Electric 
Refrigerator Co., Kelvinator Div. Nash- 


The following report of commercial 
refrigerating equipment sales for June, 
1940 was made to the Commercial 
Refrigeration Section of the National 


Norge Div. Borg-Warner Corp., Serve, 
Inc., Uniflow Mfg. Co., Universal Cooler 
Corp., Vilter Mfg. Co., Westinghouse 
Electric & Mfg. Co., and York Ice 
Machinery Corp. 


OPEN 


The Crispeteria is open OPEN for compelling, 
attention-getting display of produce . OPEN for 
customers loaded down with purchases, who can't 
open bulky doors OPEN for easy handling and 
selection .. . OPEN FOR BUSINESS! OPEN so 
that grocers are eager to install one. OPEN a new 
field for profits by selling the Crispeteria. 


MAKE BIGGER PROFITS 


TYLER full line dealers =< ee Fn 
setting new records for sales and _ profits. 
Tyler's big line enables you to completely 
outfit modern food stores and opens up 
hundreds of live prospects in other fields. 
Famous Welded Steel construction. Phenomenal 
values. Display cases . . . Reach-Ins .. . 
Walk-Ins . . . Vegetable Displays . . . and 
special type refrigerators to fit all needs. 
very one a super value, Write for details. 


TYLER FIXTURE CORP., Dept.€E, Niles, Mich. . 
Mew York Gllice. GOI W 26th St 


NEW DISPLAY 
CASES with 
10 per cent 


greater glass REACH.-.IN BOXES- 
area. 


a : - » Seiten Olfice: 683 Beacon St. Chicage Ollice. 1663 W. Ogden Ave, 40% wreater capacity, 
cae WELDED ER 


THE SIGN OF FAST SELLING 


COMMERCIAL REFRIGERATORS 
QUALITY has made SHERER'S 
name a by-word with commercial deal- 
ers. A complete line of sure-fire lead- 
ers, plus whole-hearted factory co- 
operation, demands investigation as a 

profitmaker for you. 
Write for dealer plan...... 


SHERER-GILLETT CO., MARSHALL, MICHIGAN = 


DISPLAY AND STORAGE EQUIPMENT 
FOR RETAIL FOOD STORES 


SHERER-GILLETT CO. 
MARSHALL. MICHIGAN 


DRY anne ae BEVERAGE COOLERS 


Faster chilling 

Greater capacity 

Dry, sanitary storage 
Genuine reelain front, 
sides and rear 


Large selection of finishes on top 
Lower operating costs 
Low temperature insulation 


Widest variety of models and sizes 
for remote or self contained application. 
Also plain metal coolers for under 
bars. Full line of draft beer equipment. 


- 0 G E » REFRIGERATOR CO 


I6th & Vine Sts.,Phila., Pa. ° 


Attractive Dealer Proposition 
Inquire Today 


PANY , 


il ' 


WALL HUMI-TEMP UNITS 


Sell new customers and build new business on the sound 
basis of customer satisfaction—sell the Larkin Wall-Humi- 
Temp—the industry's leading forced convection unit. Share 
the added profits enjoyed by Larkin dealers everywhere. 


See your jobber or write direct to 


LARKIN COILS, INC. 


519 Memorial Drive, 8.E., ATLANTA, GA. 
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Electrical Manufacturers Association 
(Nema) by the following 16 companies: Kelvinator Corp., Merchant & Evans Co., 
Domestic Canadian Other Foreign Total Worid 
SALES FOR JUNE, 1940 Quantity Value Quantity Value Quantity Value Quantity Value 
1. Bottle Water Coolers—Complete................. 553 $ 38,458 1 $ 56 18 $ 1,335 572 $ 39,849 
2. Pressure Water Coolers—Complete.............. 3,278 322,872 31 2,905 95 10,244 3,404 336.021 
3. Water Coolers—Low Side Only................-. 115 8,704 8 388 2 85 125 9,177 
4. Ice Cream Cabinets—Complete..........-+++--+++ 3,244 479,534 285 43,480 61 9,052 3,590 532,066 
5. Ice Cream Holding Cabinets Only (Remote).. 7 199 30,516 ij 902 3 446 209 31,864 
6. Bottle Beverage Coolers—Complete.............. 5,961 593,140 130 10,902 57 6,462 6,148 610,504 
7. Beverage Coolers (No High Sides).............. 25 2,203 abe a 106 26 2,309 
8. Milk Coolers—Complete ..........eeeeeeeseeeeees 5 660 y | 196 6 856 
9. Milk Cooling Cabinets (No High Sides)........ 89 4,136 ies what 89 4,136 
10. Commercial Evaporators—Not Reported Above 
(Including Cold Diffusers, Brine, and Other 
Spray Evaporators, Etc.).........-+.ee0. eerie 2,432 106,403 386 11,649 288 11,527 3,106 129579 
11. Condensing Units Less Than % Hp.............. 4,191 161,712 121 5,430 546 17,891 4,858 185,033 
12. Condensing Units—% Hip...........cccscccccccsee 3,388 201,298 i § 4,860 778 16,570 4,243 222728 
13. Condensing Units—% Hp..............eeeeceeeees 2,125 177,174 52 4,565 92 7,962 2,269 189,701 
14. Condensing Units—% Hp...........ccceecccrsccee 1,177 125,709 33 3,685 69 7,451 1,279 136,845 
15. Condensing Units—1 Hp.............. cece eeeeeees 658 88,014 28 3,950 45 6,428 731 98,392 


16. Condensing Units—1%% Hp............ecccccccceee 324 55,586 9 1,596 16 2,733 349 59,915 
17, Condensing Unita—2 Bip... os... icccecsscassevees 168 33,790 .... ree 4 778 172 34,568 
16, Condensing Unite—S Bip, ...60 6.0 ceccsscercecseee 83 22,189 4 640 69 5,232 156 28,061 
19. Condensing Unite—6 Bip........scccccscccssscvens 40 15,171 a 363 2 692 43 16,226 
20. Condensing UNnite—T% TAP... 66 oscsccccscccscccee 10 6,192 aes ses ror 10 6,192 
21. Condensing Units—10 Hip..........csccccccccccees 10 7,676 10 7,676 
22. Condensing Unite—16 Bip... ......ccrcccccscecccsce 8 7,368 8 7,368 
23; Condensing Unite-—20 Bip... 26.5 ccc ccssescssssee 3 2,586 sare silt 3 2,586 
24, Condensing Units—25 Hp.............cceeeeeceees ees caret 3 3,309 3 3,309 
25. Condensing Units—30 Hp..........scccccscccccces we eae ene nee 
26. Condensing Units—40 Hp.............eceeeeeeeeee 
27. Condensing Units—50 Hp............. po sdeeeese ee 
28. Total—All Condensing Units (11 to 27)........... 12,185 904,465 325 25,089 1,624 69,046 14,134 998,600 
29a. Condensers—Sold Separately 

Shell & Coil or Shell & Tube er 5 8,800 5 8,800 
DOW. TEGO OPATITS THD: a ibc6060 02508 880 06sswderowreccne a 332 oo dives pA 332 
30. Total—All Commercial Refrigeration............ . $2,491,423 $95,371 $117,299 . $2,704,093 


‘New Code Prescribes Requirements For 


Air Conditioning Installations In Cuba 


HAVANA, Cuba — Installation of 
ventilating and air conditioning sys- 
tems in Cuba will be governed by 
a “code” recently passed by the 
Department of Sanitation and Wel- 
fare here. The secretary of this 
department is charged with enforce- 
ment of the regulations, which are 
as follows: 


1. Buildings dedicated to public 
spectacles or reunions, which must 
be kept closed during the hours 
when these buildings are in use, the 
openings for the entry of natural 
light and ventilation, must be pro- 
vided with forced ventilation systems 
possessing the following characteris- 
tics: 


(a) The “platea’” or public hall 
must have a ventilation capacity of 
not less than 3 cubic meters (approxi- 
mately 110 cubic feet), and an area 
not less than 1 square meter (ap- 
proximately 1 square yard), per 
person. 


(b) By means of adequate me- 
chanical procedure, there must be 
drawn within the space not less 
than 1 cubic meter of fresh and 
pure air, per person, per minute. 
This air must be extracted from the 
exterior of the building from an 
opening located at a height not less 
than 6 meters (approximately 20 
feet) above the floor, selecting for 
this purpose the location farthest 
removed from likely sources of con- 
tamination. 


(c) The pure air taken from the 
exterior must be adequately dis- 
tributed within the salon by means 
of the necessary ducts in such a 
manner that it completely mixes 
with the interior air, and reaches 
the audience at a velocity varying 
between 5 and 10 meters per minute 
at a height of 1 meter above the 
floor. (One meter equals 39 inches.) 
The average velocity must be main- 
tained at a high level in summer and 
a low level in winter. 


2. Applications for permits for the 
installation of artificial ventilation 
systems in buildings involving the 
use of air conditioning must satisfy 
the following characteristics: 


(a) Comply with all of the condi- 
tions set forth in paragraph 1, above, 
for forced ventilation. 


(b) Utilizing an air conditioning 
system it will be possible to reduce 
the quantity of air taken in to the 
salon, to two-thirds of a cubic meter 
per person; it is required, however, 
that not less than 50% of this 
volume will be drawn in from the 


be Pu 


exterior. When smoking is _ per- 
mitted in the salon, the proportion 
of the volume of air taken in from 
the exterior must be increased by 
25%. 

(c) The temperature in the interior 
halls wherein the public congregates 
will be 22° C. (71.6° F.) the third 
part of the difference between the 
external temperature and 20° C. 
(68° F.) as shown in the formula 
below. The difference between these 
two temperatures will be accepted 
as the maximum permissible. 


Ti equals 22° C. plus Te — 20° C. 
3 


In the above formula, Ti repre- 
sents the temperature of the inside 
air, and Te, the temperature of the 
outside air, measured in degrees 
centigrade. 


(d) The relative humidity must 
be maintained in the interior at 
between 45% and 60% as permissible 
limits. 


(e) The maximum quantity of dust 
in the ambient air must always be 
less than 1 milligram per cubic 
meter of air. 


(f) The average bacteria content 
of the air must not exceed 125 
bacteria per cubic meter. 


(g) The presence of smoke, toxic 
gases, or other substances as also 
bad odors from any cause, will not 
be permitted in the interior of 
buildings. Carbon dioxide may be 
present in amounts less than 10 parts 
per 10,000 parts of air. 

(h) Adequate distribution of the 
air must be provided for in perma- 
nent form in the various portions of 
the hall, so that a difference of not 
more than 1 part in 10,000 of 
carbon dioxide will be shown in the 
various parts of the hall. 


(i) The system must operate by 
means of automatic regulators of 
the required sensitivity. 


(j) Artificial ventilation systems 
must be designed, executed, and 
operated under the direction of 
architects who will be held account- 
able to the health authorities for the 
damage that may be done to public 
health due to the failure of such 
systems. 

3. Systems of air conditioning or 
forced ventilation at present installed, 
which are operating with or without 
provisional authorization, must be 
modified to fit the requirements of 
these regulations, within the time 
Set by the health authorities. 
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ACME INDUSTRIES nc. 


JAcKSON 


~MIcHICAn 


EVAPORATIVE ammonia 
“Freon CONDENSERS 


We Manufacture Only 
Food Storage Lockers 


Our entire time is devoted to the 

manufacture, research and development 

of lockers. Write for particulars, 
Master Refrigerated Locker Systems, Inc. 
121 Main St. Sioux City, lowa 


149,500 Masterbuilt Lockers In Use 


ells Faster Because 
It Cools Faster! — 


IDEAL SPEED COOLER 


Ideal Beer Cooler Co. 
2953 Easton Ave., St. louie, Mo. 


CAMPBELL REFRIGERATOR CO. 
Milwaukee, Wis. 


Dealers Wanted for Midwestern and 
Southern States 


DEPENDABLE 
COILS--UNITS 


Hardy-MAYFLOWER 


commercial compressors 
are a sure guarantee 
of satisfaction 
Hardy Manufacturing Co., Inc. 
126 Davis Ave., Dayton, O. 


¢ Use CHICAGO SEALS 


for seal replacements 
line in all sizes 


CmsuauO SEAL CO. 
20 North Wacker Dr., Chicag® 


BUNDY TUBING 


DETROIT 


SOLD ONLY 
Tt'HROUGH DEALERS 
Give Extra — 

Certain Repeat 
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CLASSIFIED 
ADVERTISING 


RATES: Fifty words or less in 6-point 
light-face type only, one insertion, $2.00, 
additional words, four cents each. Three 
consecutive insertions, $5.00, additional 
words ten cents each. 

PAYMENT in advance is required for 
advertising in this column. 

REPLIES to advertisements with Box 
No. should be addressed to Air Condition- 
ing & Refrigeration News, 5229 Cass 
Ave., Detroit, Mich. 


~s POSTTIONS AVAILABLE 


TO A YOUNG executive who wants the 
opportunity to use his creative ability 
and effort towards building a young and 
going concern, now engaged in service 
work and commercial sales. Here is the 
chance to do the things you know so well. 
Your desire to grow, ability to handle 
men and knowledge of good business 
practice is more valuable than a college 
education. Address Box No. 1248, Air 
Conditioning & Refrigeration News. 


FRANCHISES AVAILABLE 


SEND FOR PRICES and literature on 
the General 1940 all streamlined refriger- 
ator display case line. Over 40 years 
experience manufacturing good commer- 
cial refrigerators. On a comparative price 
test with other makes of equal specifica- 
tions, prices are lowest in the country. 
GENERAL REFRIGERATOR & STORE 
FIXTURE CO., 5th & Bainbridge Sts., 
Philadelphia, Pa. 


DIRECT FACTORY connection. Sell 
Refrigerator Display Cases, Walk-In 
Coolers, Reach-In Refrigerators, Refrig- 
erating Units, to Meat Markets, Grocers, 
Taverns, etc. Financing arrangements to 
help sell. Write Dept. A for full informa- 
tion or see EHRLICH REFRIGERATOR 
MFG. CO., St. Joseph, Mo. 


BUSINESS OPPORTUNITIES 


COMMERCIAL refrigerator manufactur- 
ing business, old established, in a large 
eastern city, manufacturing all kinds of 
special refrigerators, display cases, etc., 
now in operation. Can be bought very 
reasonable including plant and buildings, 
or will consider partner who is an 
experienced sales manager, taking charge 
of salesmen. Must be a real deal closer. 
Box No. 1246, Air Conditioning & Refrig- 
eration News. ; 


EQUIPMENT WANTED 


WE BUY surplus and discontinued porta- 
ble air conditioning units when offered 
at attractive prices. Advise quantity and 
size of equipment available and why; 
state price and furnish descriptive circu- 
lars. Also furnish some _ evidence of 
original retail price. Also interested 
portable heaters. AMERICAN APPLI- 
ANCE CO., 1216 S.W. Eighth St., Miami, 
Fla. 


EQUIPMENT FOR SALE 


AIR CONDITIONERS, General Electric 
and Fairbanks Morse. All brand new in 
original crates, beautiful walnut cabinets, 
size about 42 inches long, 41 inches high, 
and 19 inches deep. All AC. 90 Fairbanks 
Morse % ton air cooled, cost about 
$400. Our price $150. 74 General Electric 
1 ton water cooled, cost about $500. Our 
price $175. Also 1 ton General Electric 
highsides $125. G & G GENUINE MAJES- 
TIC REFRIGERATOR AND RADIO 
PARTS SERVICE, 2429 Wabash, Chicago. 


BRAND NEW Westinghouse one ton low- 
sides complete with fans, coils, expansion 
valves, manual controls, heat exchanger, 
and cabinet $32.50 each. Brand new 
General Electric % H.P. and 1 H.P. high- 
sides also available. Write for details. 
ASSOCIATED REFRIGERATOR PLANT, 
INC.,, 3028 W. Hunting Park Ave, 
Philadelphia, Pa. 


BRAND NEW air cooled High Sides at 
exceptionally low prices. These condens- 
ing units are complete, ready to be 
plugged in. They are made up with all 
hew parts; General Electric or Frigidaire 
Compressor, General Electric or Delco 
Motor, heavy duty condenser, heavy base, 
receiver, valves, etc.; charged with Methyl 
or “Freon.” They are available in %-% 
and % H.P. GENERAL REFRIGER- 
ATORS CORPORATION, 518 East 20th 
Street, New York, N. Y. 


FRIGIDAIRE super line compressors, 
4-% H.P., flywheel and valve connectors 
$18.50. 20 & 22X resilver soldered Frigid- 
aire coils, less float $10.00 and $12.50. 
Frigidaire 4 to 8 hole, brine ice cream 
cabinets with compressors used. RE-NU 
COMPRESSOR & SUPPLY CO., 2462 
Fond du Lac Ave., Milwaukee, Wis. 


REPAIR SERVICE 


COMMERCIAL AND DOMESTIC controls 


THE SURE SIGN OF 
DEPENDABLE 
REPLACEMENT UNITS 


ROTARY SEAL 


Rotary Seal Co., Chicago, Ml. 


TRADE marK 


reconditioned like new at a small cost. 
All work guaranteed for one year. We 
also repair all types of relays with 
same guarantee. UNITED REPAIR 
SERVICE, 342 West 70th St., New York, 
N. Y., TRafalgar 4-2557-8. 


FREE HERMETIC CATALOG complete 
with prices on refrigerator units, rebuild- 
ing and exchange service. General Elec- 
tric, Westinghouse, Majestic, Frigidaire 
and a complete stock of Grunow com- 
pressors and parts. Immediate shipment. 
For your copy’ specify catalog A. 
SERVICE PARTS COMPANY, 1101-3 
North 24th Avenue, Melrose Park, Illinois. 


WORLD’S LARGEST rebuilders of re- 
frigeration units. Original, Genuine 
Majestic replacement units and parts for 
refrigerator and radio. Rebuilders of 
Majestic, General Electric, Grunow, West- 
inghouse, Coldspot, Servel, Gibson units 
at $25 up with 18 months’ guarantee 
protection bond. 500 units on hand. 
Send for catalog. G & G GENUINE 
MAJESTIC REFRIGERATOR & RADIO 
PARTS SERVICE, 2429 Wabash Ave., 
Chicago. 


CONTROL REPAIR service. Your con- 
trols repaired by expert mechanics, with 
special precision equipment. Supervised 
by graduate engineers. We stress per- 
fection and dependability before price. 
One year guarantee on domestic controls. 
Any bellows operated device repaired. 
HALECTRIC LABORATORY, 1793 Lake- 
view Road, Cleveland, Ohio. 


PATENTS 


HAVE YOUR patent work done by a 
specialist. I have had more than 25 years’ 
experience in refrigeration engineering. 
Prompt searches and reports. Reasonable 
fees. H. R. VAN DEVENTER (ASRB), 
Patent Attorney, 342 Madison Avenue, 
New York City. 


Pressure Drop Factors 
Of Methyl Chloride 


(Following data on methyl chloride 
is reprinted from a booklet recently 
issued by R. &.H. Chemicals Dept. 
of E. I. du Pont de Nemours € Co., 
and is a continuation of the article 
published in the News of July 17.) 


EFFECTS OF LIQUID 
TEMPERATURE ON SUCTION 
LINE DROP 


At a given capacity, a change in 
input liquid temperature changes 
weight and volume of gas handled 
and therefore changes suction line 
drop in the direction of the tempera- 
ture change. 


For example, the theoretical suc- 
tion line drop of a 1-ton methyl 
chloride machine with a —20° evapo- 
rator and 70° liquid is 1.31 lbs./(sq. 
in.) (100 ft.) for % inch tubing. 
Other conditions the same, the drop 
is 1.41 lbs. for 86° liquid, 1.53 lbs. 
for 100° liquid. 

These figures indicate that in the 
range considered, a change of 2° F. 
in liquid temperature causes a 
change of approximately 1% in the 
same direction in suction line pres- 
sure drop when capacity is kept 
constant by changing volume dis- 
placement. 


PRESSURE DROP OF SUPER- 
HEATED COMPRESSED GAS 


Other conditions remaining the 
same, volume of high pressure gas 
from the compressor and pressure 
drop in the high pressure gas line 
both decrease as condensing tempera- 
ture and pressure increase. Tubing 
of a size suitable for the suction line 
is more than adequate for the com- 
pressed gas line. 


This, in the above examples for a 
1-ton machine with a —20° F. evapo- 
rator and 86° F. condenser and 
liquid temperatures, the theoretical 
pressure drop of the high pressure 
compressed gas is only 0.289 Ib./ 
(sq. in.) (100 ft.) for % inch tubing. 
With 130° condensing temperature 
and 86° input liquid the theoretical 
drop in the compressor-condenser 
line is only 0.175 lb./(sq. in.) (100 
ft.) for % inch tubing. 


SUPERHEATED VAPOR IN 
SUCTION LINE 


When suction vapor for a given 
set of operating conditions and a 
given capacity becomes superheated, 
its volume is increased sufficiently 
to raise the pressure loss. Thus, if 
we assume that, in the case of a 
1-ton methyl chloride machine with 
0° evaporator temperature and 86° 
input liquid, suction vapor flows 50 
ft. through % inch tubing at 0° 
and 50 ft. at 40°, the theoretical 
suction line pressure drop is 0.947 
lb./sq. in. This represents an in- 
crease of about 7% over the loss 
calculated for isothermal flow at 0° 
for the entire 100 ft. If the distance 
for 0° flow is assumed to be infinitesi- 
mal so that superheated gas flows at 
40° for 100 ft., the theoretical pres- 
sure loss is 0.991 lb./sq. in. which is 
an increase of nearly 11% over the 
loss for 0° saturated vapor. 


Field Office Locations 
Of Quartermaster Corps 
& Navy Department 


Editor’s Note: This is a continua- 
tion of the list of the procurement 
offices of the U. 8S. War and Navy 
Department begun in the News of 
July 24, and is published for the 
information of manufacturers who 
want to offer facilities for materials 
needed in defense work. 


Quartermaster Corps. 


Purchases a great variety of items 
required by the personnel of the Army, 
classed as subsistence, clothing, motor 
vehicles, machinery and supplies, etc. 

Motor vehicles are purchased through 
the Detroit office. 

Atlanta, Ga.—Army Quartermaster Pro- 
curement Planning District, 1306 Twenty- 
Two Marietta Building. 

Boston—Army Quartermaster Procure- 
ment Planning District, Quartermaster 
Depot, Army Base. 

Brooklyn—Army Quartermaster Procure- 
ment Planning District, First Ave. and 
58th St. 

Chicago—Army Quartermaster Procure- 
ment Planning District, 1819 West Persh- 
ing Rd. 

Detroit—Army Quartermaster Procure- 
ment Planning Office, 611 Federal Bldg. 

Jeffersonville, Ind.—Army Quartermaster 
Procurement Planning District, Tenth St. 
and Meigs Ave. 

Philadelphia—Army Quartermaster Pro- 
curement Planning District, 21st and 
Johnson Sts. 

St. Louis—Army Quartermaster Pro- 
curement Planning District, Second and 
Arsenal Sts. 

Fort Sam Houston, Texas—Army Quar- 
termaster Procurement Planning District, 
Quartermaster Depot. 

San Francisco—Army 
Procurement Planning District, 
Mason. 


Quartermaster 
Fort 


EQUIPMENT 


Agricultural implements; badges, insig- 
nia; bacon, dry salt, canned; bake shop 
apparatus; bars, mosquito; beef, canned, 
corned; beef, dried; beef, fresh, frozen; 
blankets; boots, shoes, overshoes; bows, 
ridge poles; buttons; caps, hats, gloves, 
men’s furnishings; coats, rubber, fire- 
man’s; clothing, textile, except Alaskan; 
clothing, Alaskan. 

Cooking outfits; covers, mattress; fire- 
fighting apparatus; flags; flour; furniture, 
mess; furniture, office, filing equipment; 
furniture, excepting above; harness, sad- 
dlery, pack equipment; hash, canned; 
headnets; helmets, firemen’s; housewives’ 
sewing kits; individual equipment. 

Kitchen apparatus; lamps, _ electric, 
incandescent; lasts, shoe; leather; light- 
ing apparatus, non-electric; machinery 
and equipment for motor transport shops; 
machines, horse clipping, motor drive; 
machines, horse clipping, hand powered; 
malt syrup; matches, safety; mattresses; 


musical instruments; nurses’ clothing; 
office labor saving devices; pillows; 
pillowcases; pork; raincoats; ranges, 


army, field; range equipment, field. 

Ranges, gas and electric; rugs; safes, 
field; sausage, canned; scales; sheets, bed; 
shoes and laces; soap, saddle; stoves, 
heating and laundry; tables, camp, 
folding; tableware; tape; thread; toilet 
articles. 

Tools, machine, for motor transport 
shops; tools, hand, for motor transport 
shops; tools, hand, except above and 
clippers, horse; truck covers; tentage; 
vehicles, motor, trailers, bicycles; vehicles, 
animal drawn. 


Navy Department 


Purchases a very wide variety of 
materials of a military and non-military 
character through its purchasing offices 
in the following 23 cities: 

Alameda, Calif.—Supply Officer, 
Air Station. 

Anacostia, D. C.—Supply Officer, Naval 
Air Station. 


Naval 


Annapolis, Md.—Supply Officer, Naval 
Academy. 
Boston—Supply Officer, Navy Yard. 


Charleston, S. C.—Supply Officer, Navy 
Yard. 

Dahlgren, Va.—Supply Officer, 
Proving Ground. 

Great Lakes, Ill.—Supply Officer, Naval 
Training Station. 

Indian Head, Md.—Supply Officer, Naval 
Powder Factory. 

Key West, Fla.—Supply Officer, Naval 
Station. 

Lakehurst, N. J.—Supply Officer, Naval 
Air Station. 

New London, 
Submarine Base. 

New York City—Officer-in-Charge, Navy 
Purchasing Office, P. O. Box 9, Station C. 

Newport, R. I.—Officer-in-Charge, Navy 
Purchasing Office. 

Norfolk, Va.—Supply Officer, Naval Air 
Station; Officer-in-Charge, Naval Supply 
Depot, Naval Operating Base. 


Naval 


Conn.—Supply Officer, 


Pensacola, Fla.—Supply Officer, Naval 
Air Station. 
Philadelphia — Supply Officer, Navy 


Yard; Supply Officer, Naval Aircraft Fac- 
tory, Navy Yard. 

Portsmouth, N. H.—Supply Officer, Navy 
Yard. 

Portsmouth, Va.—Supply Officer, 
folk Navy Yard. 

Puget Sound, Wash.—Supply Officer, 
Navy Yard. 

San Francisco—Officer-in-Charge, 
Purchasing Office. 

San Diego, Calif.—Supply Officer, Naval 
Air Station, North Island; Officer-in- 
Charge, Naval Supply Depot, Naval 
Operating Base. 

Washington, D. C.—Supply Officer, Navy 


Nor- 


Navy 


Yard; Supply Officer, Naval Research 
Laboratory 
Yorktown, Va.—Supply Officer, Naval 
Mine Depot. 


Garrett Co. Named Airtemp 
Distributor In Arkansas 


ELDORADO, Ark.—The E. B. 
Garrett Co. has recently been made 
distributor for Airtemp air condi- 
tioning equipment in 29 counties in 
Arkansas and Louisiana. 


Send for your 
COPY OF 


“FIN COIL 
ENGINEERING” 
SSE IRIE 


REMPE 


co. 
342 N. SACRAMENTO BLVD., CHICAGO, ILL. 


COLD! 


--and PURIFIED 


For nearly 40 Years Puro has specialized in drinking 
water equipment. 
drinking water—no other offers the advantage of 
a self contained purifier—a sales point that means 
profit to dealers everywhere. 
information about our complete line for all purposes. 


ELECTRIC WATER COOLERS 


Puro Filter Corp. of America, 440 Lafayette St., New York. 


Many water coolers supply cold 


Write for complete 


WATER 


Trace CY mann 


ENR’ 


ray 
BALANCED apa 


MANUFACTURERS OF DOMESTIC 
IT WAS SELECTED BECAUSE: 

1. It is a omy sealed unit. 
experience. » 


THE CHIEFTAIN HERMETIC IS USED 


The engineering is advanced and sound. 
INVESTIGATE CHIEFTAIN—THE PROVEN HERMETIC 


TECUMSEH PRODUCTS CO., TECUMSEH, MICH. 


Canadian distributor: Refrigeration Supplies Co., Ltd., London, Ontario 


BY MANY OF THE LEADING 
AND COMMERCIAL EQUIPMENT 


2. It has years of satisfactory field 


The 


and 
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: Can UP your é 
r @ The new Imperial Flaring 
a £ - Tool with slip-on yoke, pro- 
N vides ease and speed of 
operation never before at- 

tained in a flaring tool. 

yoke is made so that 
it can be slipped on over the 
bar without twisting or turn- 
jee 9 The inside edges of the 
oke are slotted so that once 
5 position a slight turn holds 
it in place on the bar. Yokes 


No. 195-F Imperial Flaring Tool, flares YY", %". Ve", 


THE IMPERIAL BRASS MFG. CO., 565 S. Racine Ave., Chicago, Ill. 


AL 


are made of forged steel. 

An additional advantage of 
this tool is the construction 
of the bottom of the yoke, 
which permits flares to be 
made where there is little 
space between nut and the 
end of tubing. Fin tubing 
sometimes offers this prob- 


em. 
Flares soft copper, brass or 
aluminum tubing. 

D. tubing. Price CCN, .....cccccccssccccers 25 
Also available for all other sizes of tubing. 


VALVES e FITTINGS # TOOLS 
CHARGING LINES e FLOATS 
STRAINERS _@ DEHYDRATORS 


to the crankcase; 


no harm. 


310 S. Mic 


PREVENT WAX and CARBON 
with an AMINCO Oil Separator 


Aminco Oil Separators remove 
they leave the compressor and return it automatically 
preventing oil-logged evaporators 
and increasing the efficiency of the unit. 

Helps to prevent the formation of hard carbon and 
wax deposits by separating entrained moisture from 
the oil and settling it in a sump where it can do 


Send for Bulletin No. 14 


AMERICAN INJECTOR COMPANY 


1481 FOURTEENTH AVENUE 
Pacific Coast: Van D. Clothier, 1015 E. 16th, Los Angeles 
Export: Borg-Warner International Corp., 

Ligen Avenue, Chicago, Ill. 


oil from gases as 


DETROIT, MICH. 


SERVEL Model 


New, in original we 


4 cylinder compressor! 


crates, ideal replacement unit! Complete wit 
%” SAE intake and %” discharge valves and 
flywheel. Bore 1%, Stroke 1%. 


Price in lots 1 to 5 $20.50 
Price in lots 5 to 10 19.50 
Price in lots 10 to 25 18.50 


For 1/2 and 3/4 H. P. Commercial Units. 


Ideal Replacement Compressor. 


NATIONAL ELECTRIC TOOL CO. 


S. State (Ref. Division), Chicago, 


SERVEL MODEL J 
ql. 4 cylinder 13g x 1% 
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A-P Model 205-C 
Thermostatic Expansion Valve 
1 ton Frecn Capacity 


Automatic Expansion Valve. 
Y, ton Freon Capacity. 


with Fixed Superheat. 


Thermostatic Expansion Valve. 
1 ton Freon Capacity. 


Thermostatic Expansion Valve. 


6 tons Freon to 12 tons Methyl. 


A-P Model 88 Series 
Thermostats for Heating or 


A-P Model No. 235 


A-P Model 220-K ; 
ic E i Suction Pressure Regulating 


16 tons Freon to 32 tons Methyl. 


A-P Model 70-N 
Refrigerant Solenoid Valve. 
46 tons Freon Capacity. 


A-P Model 70-NA 
Refrigerant Solenoid Valve. 
17.5 tons Freon Capacity. 


Solenoid Water Valve. 
\%” or %” orifice. 


A-P Model 66 Solenoid 
Operated Water Valve. 
Capacity 2979 Gallons Per Hr. 


A-P Model 73-RJ 


Solenoid Refrigerant Valve. Solenoid Refrigerant Valve. 


A-P “TRAP-IT” 
System-Protector. 
Stops impurities such as 
scale, gummy deposits, 
solder particles and 


A-P Model 68 Series 
Water Regulating Valve. 
z " Pipes Sizes. New 
long stroke gives extremely 
close, uniform control. 


VALVE INSULATOR 
Sponge Rubber Cover Prevents 
Sweating and Frosting of 
Expansion Valves. 


Progressive Service Engineers 
Use and Recommend — and 
Aggressive Jobbers Stock and 
Talk —4fp}Products. 


uly 


An “Extra bit of Success Insur- 
ance’’—that’s what Refrigeration 
Service Engineers get when they 
add an A-P Valve to Refrigerant 
Lines! 


Refrigerant Control is the 
“heart” of any system, and may 
well govern your profit on the job. 
Even the finest of compressor and 
condenser units are at the mercy 
of the Thermostatic Expansion 
Valve or Solenoid ...a big respon- 
sibility for a small valve. For this 
important task you need DEPEND- 
ABILITY — the kind that Jobbers 
and Service Engineers recognize in 
A-P Products. ... Proven Depend- 
ability that helps make a satisfied 
customer of every owner and oper- 


2450 NORTH 


MILWAUKEE 


tee 1 = eee Py o.oo, 


DEPENDABLE (“D) PRODUCTS 
WHERE YOU SEE THIS SIGN 


ator of Refrigeration and Air 
Conditioning. 


DEPENDABILITY is built into 
all A-P Products in a factory that 
makes precision and accuracy a 
habit in all operations! Designed 
by Engineers who know what 
YOU want in Refrigerant Valves 
—built by skilled craftsmen work- 
ing under a rigid assembly and- 
test routine — every A-P Valve 
comes to you with a definite per- 
formance record in accuracy and 
durability far beyond anything 
demanded of it on YOUR instal- 
lation. 


So...It’s wise to look for this 
sign...and buy “DEPENDABLE 
A-P PRODUCTS” for every job! 


AUTOMATIC PRODUCTS COMPANY 


THIRTY — SECOND 


WISCONSIN 


STREET 
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